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A\n ideal life insurance combination that fits present economic 
conditions and at the same time provides permanent protection at 
guaranteed cost, without omitting sound investment features avail- 
able in the years to come. 


A new combination contract you'll like to sell. 


Ask the Life Manager 
de for full details at the eee 


nearest Travelers Office 
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The Travelers Insurance Company 
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The Travelers Indemnity Company 

Liability Automobile The Travelers Fire Insurance Company Plate Glass Aircraft Group 

Health Steam Boiler Compensation Hartford, Connecticut Burglary Machinery Inland Marine 
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Improvement Is 
Noted by Robbins 


American Life Convention Presi- 
dent Says Basic Indices Sug- 
gest Upward Swing 


INDUSTRIAL’S FINE GAINS 


Decided Advance of Prices Following 
Move for Debt Moratorium Shows 
Situation Is Psychological 


ST. LOUIS, July 9.—“With the grad- 
ual reestablishment of confidence in the 
future, life insurance, together with most 
other forms of business, is showing an 
improvement from the early months of 
the year,” according to Col. C. B. Rob- 
bins, president American Life Conven- 
tion. Colonel Robbins, who is also pres- 
ident of the Cedar Rapids Life, was for- 
merly Assistant Secretary of War under 
President Coolidge. He is a close stu- 
dent of international and domestic eco- 
nomic problems. 

“There are many reasons why insur- 
ance and most other lines of industry 
should enjoy better business from now 
on,” Colonel Robbins continued. “All 
basic indices indicate that the country 
generally has weathered the business de- 
pression and the swing is now clearly 
upward. The gains, now rather faint, 
will be accentuated as the year advances 
and by fall a complete recovery should 
be had. 


Proves Depression Is Psychological 


months conditions abroad 
have caused considerable concern in 
this country; for it must be remembered 
that we no longer enjoy that security 
of national isolation that was ours in 
the past. We may avoid entangling for- 
eign military alliances, but we cannot 
get away from our obligations as the 
dominant financial nation of the world. 
There is an interdependence among all 
peoples today that requires closer co- 
operation than ever before in the history 
of the world. 

“The most convincing proof that the 
present situation of business is psycho- 
logical rather than actual has been given 
by the immediate upturn in prices of 
cereals and livestock, as well as the de- 
cided betterment in the stock market, 
caused by President Hoover's move for 
an international moratorium for one 
year in behalf of Germany, and his an- 
nouncement seems to have become the 
definite point on which better conditions 
in business may be based. 


Industrial Business Gaining 


“For many 


“From an insurance standpoint the 
most encouraging sign is that industrial 
insurance is gaining. In March indus- 
trial insurance production was 6.7 per- 
cent below March, 1930, while April 
sales fell 2.4 percent compared with 
April a year ago. However, May came 
through with an actual gain of 2.7 per- 
cent over May last year, while reports 





Moratorium Program 
May Cause Better Feeling 





NEW YORK, July 9.—Insurance and financial men of this city 
and the east generally who are in close touch with the national admin- 
istration at Washington, and who are watching business conditions 
most keenly, feel that there have not been many signs of the rebound 
because the country has been in a state of liquidation but with the 
world-wide moratorium program originating with President Hoover 
and now virtually adopted by all World War nations going into effect, 
there is a general prediction that there will be some rebound, perhaps 


not great but enough to start a new trend of thought. 


It is true that 


there are still millions of obligations that have not been paid by cor- 


porations, firms and individuals. Until 
the money is earned and these debts are 
out of the way, there will not be an era 
of prosperity. At the same time finan- 
cial analysts say that there will be a 
much better feeling the world over be- 
cause of this easement in the payment 
of reparations this year. It will give a 
chance to turn around. 

Insurance officials have been pretty 
much depressed over the outlook. Busi- 
ness has continued to fall off. There are 
problems injected into companies’ oper- 
ations that are critical. The whole insur- 
ance machinery is badly jarred. 


May Restore Confidence 


Insurance company officials have not 
been prone to see prosperity around the 
corner. They feel that prosperity is 
much farther off. They do believe, how- 
ever, that regardless of the direct busi- 
ness effect in the United States by the 
moratorium program confidence will be 
somewhat restored, people will feel that 
the world will not be put to such ter- 
rific strain for a year, there will be a 
more optimistic outlook and the heavier 
clouds will pass away. Up to this time, 
candidly insurance officials have not seen 
any omens to warrant them in predict- 
ing a brighter day. 


Administration Has Lost Out 


The administration at Washington 
had pretty much faded out and had lost 
the confidence of the people as to its 
ability to do constructive things. Re- 
gardless of President Hoover’s ability 
and that of his advisors, insurance peo- 





ple feel that the outbursts of prosperity 
prediction following the stock market 
crash for a year were ill timed because 
the crash kept on in spite of the emi- 
nent officials at Washington who were 


| telling the people that it was all over. 


Now President Hoover has done some- 
thing big and constructive. The people 
will have a more confident attitude 
towards the administration. If the 
moratorium program going into effect 
will cause a better feeling throughout 
the world and especially in this country 
there will be a decrease in the mental 
fear which has spread over the country 
from one end to the other. If this fear 
can be decreased and work can be 
started along lines where returns will 
be secured, the employment situation 
will be alleviated. Employment condi- 
tions have been getting worse, not only 
in industrial circles but in all activities. 


Spirit May Be Revived 


The best informed insurance officials 
declare that the moratorium program 
may be the starting point for at least 
revived spirit, an injection of hope into 
the human breast and greater courage 
to press onward. 

While Tuesday's stock market reac- 
tion was not favorable to the announce- 
ment of France’s acceptance of a re- 
vised draft, yet it is the prevailing opin- 
ion that the public mind will be alle- 
viated and some business improvement 
will follow. The first step toward a bet- 
ter sentiment must be to get people out 
of the slough of mutual despondency. 








for June are equally encouraging. An- 
other very pleasing feature of life insur- 
ance in recent weeks is that the lapsa- 
tion situation has shown improvement, 
much lapsed business has been revived, 
demand for loans on policy reserves has 
fallen off and many policy loans are be- 
ing paid off or reduced. 

“Today a better class of insurance is 
being written than in either 1930 or 
1929. Our new business promises to be 
more permanent. Men and women in 
all walks of life are giving more thought 
to the kind of life insurance they buy. 
Combinations of death protection and 
investment are growing more popular. 
The demand for annuities and old-age 
income forms of insurance was never 
greater than at present. Company offi- 
cials have sensed this trend in the in- 
surance markets and have patterned 
policies to fit the changed conditions, 
Whereas, in the early months of 1929 
millions of men and women were sure 
they could handle their investment funds 


to better advantage in Wall street than 
by buying endowments and other invest- 
ment forms of life insurance, today they 
are not so sure of themselves as finan- 
ciers, and the appeal of life insurance as 
the one safe and sure investment under 
any conditions is gaining. 

“Insurance has met the demands of 

(CONTINUED ON PAGE 12) 








Writes Twenty Grand on 
Twenty Grand’s Trainer 





M. J. Donnelly of the E. A. 
Woods agency of the Equitable 
Life of New York, Pittsburgh, has 
very appropriately written a $20,- 
000 policy on the life of J. G. 
Rowe, trainer of the famous race 
horse, “Twenty Grand.” 











|Air Safety Grows, 
Actuaries Report 


Only One in 17,000 People on 
Scheduled Airplane Lines Was 
Killed Last Year 


CREDIT TO U. S. CONTROL 





Aviation Committee of Actuarial Society 
of America Issues Its Annual 
Report 


HARTFORD, 
ing 
in the 
mittee 


9.—The 
travel is indicated 
of the 
Actuarial So- 
chance of death 


July increas- 


safety of airway 


third annual report com- 
on aviation of the 


The 


last year among passengers in planes 


ciety of America. 
operated on scheduled flights averaged 
17,000, 
This probability of death among pas- 


one in the report shows. 


sengers for this type of flight has been 
reduced from one in 10,000 in 1929 and 
from one in 4,000 in 1928. Credit for 
this improvement is given to the close 
supervision exercised over such flying 
by the aeronautics branch of the Depart- 
ment of Commerce, to the extension of 
radio-beacon service and weather infor- 
mation, to the close cooperation of 
operating companies and to the excel- 
lent quality of American aircraft and 
engines. 
Progress Is Recorded 


The latest report of the committee 
consisting of J. E. Hoskins, chairman, 
Travelers, H. R. Bassford, Metropolitan 
Life, and E. W. Marshall, of the Provi- 
dent Mutual Life, based on an intensive 
study of government records, notes that 
considerable progress has been made in 
the safety of scheduled airplane travel 
since 1928. The passenger death rate 
of one in 17,000 for 1930 was reported 
considerably improved by the committee 
on the basis of the twelve months end- 
ing last March 31, even though the lat- 
ter period included the so-called Rockne 
crash. 

The mortality rate per flight in cross- 
country flying for hire is said to be ap- 
proximately as favorable as in sched- 
uled flying. In sight-seeing trips the 
hazard per flight is considerably less, it 
is said, with the difference, however, in 
favor of scheduled flights on the hourly 
basis. The hazard of flying in airplanes 
owned and operated in connection with 
a business was found to be about the 
same as in scheduled flying. 


Pilot Mortality Rate 


The mortality rate among pilots hold- 
ing a transport license, the highest class 
issued, was 24 per thousand, and when 
these were subdivided into groups with 
varying hazard, no group of commercial 
pilots was found by the committee 
where the mortality rate was lower than 
19 per thousand. Military and naval 
pilots have a lower rate, however, their 
strict regulation, discipline, and mainte- 

(CONTINUED ON PAGE 12) 
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Travelers Restricts Sale 
of the Disability Benefit 





AGE 50 LIMIT FOR CLAUSE 


Not Issue More Than $1,000 
Monthly, or More than 60 Per- 
cent of Income 


Will 


HARTFORD, July 9—The Travel- 
ers has altered its requirements on dis- 
ability insurance and in the future will 
not issue disability after age 50 and 
will not issue it to women except for 
waiver of premium only. The present 
age limit is 59. 

The company hereafter will also is- 
sue the disability feature of its insur- 
ance annuity type contracts on the same 
plan as now prevails with the retire- 
ment annuity policy, so that if a policy- 
holder becomes disabled he will not be 
able to receive both disability benefits 
and retirement income under the same 
policy, the disability benefits feature 
ceasing to pay when the age for pay- 
ment of the retirement annuity is 
reached. 

Measured by Income 


The company will not participate in 
any disability risk where the monthly 
income would exceed $1,000 and will 
not issue disability insurance where the 
monthly payments would exceed 60 per- 
cent of the assured’s earned income. Its 
usual limit in the past has been about 
80 percent. 

Earlier in the year the Travelers lim- 
ited the amount of insurance it would 
issue with disability waiver of premium 
to its own retention. This is a varying 
amount, depending on the age of the 
+ oon and the type of insurance is- 
sued, 


Equitable Life of New York 
Shows Big Gains for June 


NEW YORK, July 9—Indications 
that 1931 may turn out to be a banner 
year for life insurance are contained in 
a telegram sent this week by Vice Presi- 
dent W. W. Klingman of the Equitable 
Life of New York to all the company’s 
agency managers congratulating them 
on a paid-for production for June of 
$73,832,000, a gain of $6,402,000 over the 
same month last year. May production 
also showed a gain, being 15 percent 
over May, 1930. Mr. Klingman wired 
the field: “The steadily increasing num- 
ber of individual agencies advancing to 
plus positions for the year strengthens 
our confidence in the fulfillment of our 
objective to close the year with a new 
record for the society.” 


The company is making its annual’ 


drive for annuity business this month 
and has announced a new combination 
policy by which the life insurance fea- 
ture of its retirement annuity contract 
is kept up to a certain amount while the 
retirement annuity fund is being built up 
in annual payments. 


Russian National Mutual Aid of 
Pittsburgh and the Hungarian Aid of 
Bridgeport, Conn., both fraternals, have 
been licensed to write life and disability 
in Ohio. 


The 





The Life Payments Localized 
Number of the Nationa, UNpeEr- 
WRITER will be sent free to all sub- 
scribers along with the regular 
July 24th issue. However, all 
those who wish extra copies for 
their men to use in soliciting must 
get their orders in now, as the 
number goes to press next week. 
On page 15 there is a coupon for 
those who wish to take advantage 
to secure copies of the best 1931 
visual sales book at a reasonable 
price. 

















Production Figures for the First 
Six Months Show Many Declines 








The following figures show the new paid business and increases or decreases 
in insurance in force for the first six months of both 1930 and 1931. 
of cases the 1931 figures are only estimates: 


In a number 


c7—_Inc. or Dec.——>7. 








*Issued, excludes reinsurance. 
+tNew company. 

tIncludes group. 

§$Exclusive of reinsurance. 


-—New Paid Business—, in Insur. in Force 
1931 93 1930 

Abrahams BAMCOM oi ic cesscocées SO0G. 188° & BSSCECCCR S$ cecccsee GF ccoaceces 
ee MRT, Beh cccccccacusse 1,458,000 f...... aes 1,458,000  ..ccoce- 
American Bankers... ....sccccos 2,258,000 1,915,000 485,000 57,000 
American Union, Mo........... 1,455,502 651,500 410,956 —50,21 
Pe Ce ckccaseeavs ened es 10,138,027 6,922,092 4,126,554 2,635,560 
POGREEEROTO. LATE ccoccccecescseces 2,537,132 2,081,020 408,505 402,394 
ene eS eae 38,000,000 58,000,000 —16,000,000 17,000,000 
Bankers Life, Neb......-.ccecesce 7,459,350 8,797,058 1,601,796 3,321,241 
Bankers Union Life............ 692,500 }§#f........ COE.5CS 8 «sow av cence 
Business Men's Assur.........- 16,829,000 21,574,006 200,000 1,702,399 
DOlOTORO BEATE ccccccccccesavece 9,600,000 8,500,000 5,000,000 8,000,000 
Columbus Mutual Life......... 9,737,003 11,706,385 2,550,771 6,151,075 
connecticut General Life....... 92,000,000 127,639,065 —7,000,000 31,350,442 
Confederation Life ...........+. 28,353,826 «= .ccceces 9,549,797 21,396,46 
Continental Assurance ........ 18,333,411 17,088,930 5,547,563 8,183,477 
EIOGHOOE BATS cccccdvvccrseccocese 5,758,126 4,600,496 —1,296,018 —3,343,249 
Empire L. & A (Ord.).......... 877,618 304,431 510,987 14,2 
Empire L. & A. (Ind.)..........- 5,665,432 7,399,093 50,2 621,731 
Equitable Life, Ia............. 32,803,000 41,940,000 4,976,000 19,861,000 
Farmers Union Mutual......... 1,933,500 1,541,700 692,830 942,626 
Great Northern Life........... 4,000,000 3,516,614 455,161 693,313 
Great Western, Ia............. 2,904,750 3,736,950 663,308 1,123,605 
Guardian Life, N. Y........0¢-. 34,661,900 49,758,703 7,000,000 27,833,254 
Harvester Life, Tex............ 1,530,829 2,359,064 —666,401 741, 
Peemee. ERE, Te, Rasicccsesescser 25,043,153 29,760,178 4,866,908 9,915,001 
LaFayette Life ...cccccssccccs 2,010,600 2,175,300 403,0 640,000 
Lamar Life, Miss............+- 5,646,389 6,396,897 —551,551 1,518,477 
Rae OE Pincccteesvonececeensee 46,370,555 43,681,219 7,018,867 757,968 
Manufacturers Life ........... 39,285,565 42,262,367 16,631,069 23,309,215 
Michigan Life ...cccccccccseces 3,481,626 3,328,889 —679,319 688,463 
BEIM WESt TaTe .ncccccccvccccccce 1,345,528 1,608,383 164,512 190,875 
Lincoln National Life........... 93,330,141 126,880,512 5,277,024 50,713,468 
Ministers Mutual Life. 53,600 122,500 —75,815 68,462 
Minn. Mutual Life.... 23,377,694 32,344,926 7,179,080 19,321,513 
Missouri State Life.... 90,083,294 151,041,130 43,345,113 19,348,688 
Mutual Old Linme...........++-- 380,650 233,500 352,650 221,500 
National Fidelity ...........+.+- 1,682,097 3,050,781 1,696,712 85,489 
National Guardian, Wis........ 3,163,000 3,671,000 993,000 1,554,000 
National Life & Accident....... 21,880,106 16,804,599 10,047,106 3,718,166 
National Life, Vt.........+++- 28,635,662 39,992,751 4,025,805 13,676,163 
National Thrift ....-.-s+seeees 5,000 ,000 50,0 30,000 
New England Mutual Life...... 74,530,473 69,886,123 31,795,245 35,655,559 
North American L. & C., Minn.. 574,500 343,400 323,000 241,900 
North American Reassurance... 21,741,400 25,505,400 —1,639,900 8,054,300 
North Carolina Mutual Life.... 7,568,296 5,556,538 1,580,805 —1,829,628 
Northern States .........-- 4 6,148,921 3,679,796 993,807 222,355 
Northwestern Mutual.......... 162,700,000 184,598,872 45,100,000 93,272,224 
GOR BAe, WOWc ccc cccvsccccccees 6,826,519 7,586,450 47,47 5,276,611 
Pacific Mutual Life............-- 36,000,000 44,377,159 —1,250,000 11,305,265 
Pacific National Life........... 3,314,750 4,721,000 162,950 3,663,100 
Pan-American Life.........-+-- 18,507,843 16,861,025 810,588 4,082,430 
Penn Mutual Life...........--- 117,081,387 169,831,291 14,234,622 76,975,722 
Peoples Life, D. C.........++++: 1,275,000 902,849 168,628 32,298 
Peoples Life, Ind.........+.+++- 6,655,859 5,468,684 1,482,377 874,629 
Phoenix Mutual Life..........- 36,237,166 47,614,818 11,887,000 27,930,186 
Pioneer Life, S. C.......-.0555. 3,757,921 7,308,088 —6,047,830 2,702,376 
Pioneer National Life.......... 637,250 806,000 264,25 376,000 
Provident Life & Acci........--. 16,318,542 20,296,060 949,863 5,351,085 
Provident Mutual Life........-. 55,451,983 67,276,177 10,696,719 28,749,449 
Register Life ......--+eeeeeeee 2,351,216 1,863,331 205,71 55,6 
Reserve Loan Life.........+++.+ 9,420,839 8,240,033 —387,829 —630,705 
San Jacinto Life..........++++-. 5,054,332 3,834,700 —1,957,481 1,867,747 
Security Life, Ill..........-.+-- 12,004,919 6,870,705 —8,690,972 1,199,394 
Security Mutual Life, Neb..... 3,23 >.612 3,210,261 1,616,240 95.0 
Shenandoah Life ......--+++++> 16,358,496 21,315,421 10,997,733 16,612,867 
Standard Life, Pa.......--++++-. 1,491,812 1,814,646 = wwe neers nan naan 
State Mutual Life Assurance... 29,592,079 40,319,275 6,500,000 22,724,816 
State Reserve, Tex........+++- 1,054,560 1,157,582 —48,985 196,472 
Sterling National, Ala........- 160,200 To -ceeees 160,200 === ww wweee 
Stonewall Life ........cesseees 1,002,500 SEZ,.000 8 cccccces «se nsevecs 
Surety Life, Mo.......+++++++5 733,750 462,200 207,128 262,115 
Teachers Ins. & Annuity 3,572,329 3,246,862 2,680,469 2,687,599 
Texas Security .......-++e+eee% 3,750,000 5,306,000 3,000,000 5,300,000 
Union Central Life “— 70,563,406 84,986,201 7,013,068 17,769,779 
Union Mutual Life, Ia...... 5,413,751 3,162,250 3,117,051 1,905,050 
United Benefit Life..........+-- 12,196,706 10 059,070 4,355,000 2,961,000 
United Fidelity Life.........-- 4,950,189 5,382,799 —2,801,673* 333,718 
United Life & Accident........ 3,122,849 4,077,984 —1,315,473 —249,675 
United Pacific Life..........--+- 2,197,230 2,812,500 ,175,080 2,747,500 
United States Life.........+.+-- 2,490,589 2,322,877 —349,071 —307,162 
Western & Southern (Ord.).... 19,114,863 22,016,238 2,997,389 3,239,988 
Western & Southern (Ind.)..... 78,400,000 80,604,841 250,000 614,000 
Western States Life.......---- 12,033,000 14,074,171 1,500,000 4,944,973 











Shipley Sales Director of 
Great American of Texas 


G. V. Shipley has been appointed vice- 
president and director of sales for the 
Great American Life of San Antonio. 
From 1910 to 1916 he was with the 
Central National Life, absorbed by the 
Central States Life in 1916, and served 
twice as president of the Lincoln (Neb.) 
Life Underwriters Association. 

For three years Mr. Shipley was as- 
sociated with the insurance department 
of the Bank of America, becoming a 
member of the advisory board when it 
was created in 1930, serving in that ca- 
pacity until the bank discontinued its 
insurance activities in March, 1931. He 
then returned to the Central States Life 
as a manager. Mr. Shipley has been 
a leader in personal production and is 
a member of the Millionaire Club of the 





Central States Life. 





Advertising Conference to 
Award Conservation Prize 


R. H. Pierce, chairman exhibits com- 
mittee, Insurance Advertising Confer- 
ence, announces that a silver cup will 
be awarded at the Toronto meeting of 
the conference to the member company 
which has contributed the most during 
the year to promote conservation by 
the printed word. Sales effectiveness 
will be the determining factor. The 
cup is 19 inches high and attractive in 
design. 





Home Life June Leader 


WASHINGTON, D. C., July 9.—The 
Bryarly & Bro. agency of the Home 
Life led all agencies of the company in 
June and did the biggest business of 
any month in the agency’s history. 


Disability Revision Is Not 
Unwelcome to N. Y. Agents 


———_ 


CAUSES MUCH WOE IN FIELD 





Claim Negotiations Stir Up Discontent 
Among Buyers, Some Eastern 
Producers Feel 





NEW YORK, July 9.—Whatever ac- 
tion life companies may take to make 
disability insurance more expensive and 
less attractive, in view of heavy losses 
sustained by many companies, it will 
probably not affect general agents and 
managers here to any great extent. 
While the disability problem has been 
less acute in other parts of the east, very 
many New York city managers are 
thoroughly sick of disability and would 
like to see a general return to simple 
waiver of premium. 

“All the manager gets out of it is a 
lot of grief,” one of them said. “There 
is no chance to develop any good will 
and a big chance to stir up plenty of ill 
will. There is so much room for differ- 
ence in interpretation of just what con- 
stitutes a claim. If the companies were 
to stick to a strict interpretation of the 
clause, nobody would buy disability cov- 
erage. If they are liberal they lose and 
have to dig into surplus and if they are 
hard boiled they have a lot of dis- 
gruntled policyholders who are a poor 
advertisement. 

Many Sales Killed 


“Disability insurance has sold a lot 
of life insurance but it has killed plenty 
of sales, too. A man wants a life policy 
and is ready to take it, but he wants 
disability, too. He can get the life con- 
tract at standard rates, but he is a poor 
disability risk and he can’t get disability 
insurance, so he won't take the life 
policy.” 

Many general agents and managers 
feel that the tendency to overemphasize 
disability in making a sale has resulted 
in policyholders’ getting an exaggerated 
idea of what they were buying. The 
difference between what these policy- 
holders considered justifiable claims and 
what the companies were willing to al- 
low them has caused many to think they 
were being treated unfairly, in spite of 
the fact that many companies show 
heavy losses from disability underwrit- 
ing, and hence can hardly be open to 
any charge that they are not giving 
more than value received for disability 
premiums. 

Change Not Unwelcome 


This unfavorable view of disability in- 
surance is not shared by all managers 
and general agents, but even among 
those who favor it there is little concern 
over what action the companies may 
take. 

“It will just mean that more of the 
business will go to the companies writ- 
ing non-cancellable accident and health,” 
one pointed out. “A lot of it is going 
there now. As far as competition is 
concerned, it isn’t going to make much 
difference to the field if some companies 
tighten up or drop it altogether and 
others don’t. Right now the competi- 
tion isn’t among life companies but be- 
tween the life companies and the non- 
can companies. 

“The reason more of it doesn’t go to 
the non-can companies now is that most 
agents prefer to deal with their own 
companies because they are not so fa- 
miliar with the accident and health com- 
pany, but if their own company drops 
disability the agents will soon become 
so well acquainted with the non-can 
companies as to be perfectly familiar 
with their procedure in claims and feel 
confident to tell their clients just what 
that company will or will not do under 
its policy.” 


The Columbian National Life has been 
licensed in Ohio. 





The Union Cooperative, Washington, 
, D. C., has been licensed in Maryland. 
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Singular Suit Is 
Brought by Agent 


Gem City Life Sued by Salesman 
for Commission on Policy 
Placed by Another 


WOMAN MAKING A CLAIM 


Insurance Was Placed in Dayton Com- 
pany After State Mutual Had 
Declined Risk 


DAYTON, O., July 9.—E. T. Cooper, 
who organized the Tanlac Company, 
prominent patent medicine company 
here, was written in October, 1926, for 
$500,000 by C. S. Bergen, agent of the 
State Mutual Life. Mr. Bergen, after 
being unable to place the case with his 
company, brought it to the Gem City 
Life of this city, which issued a policy. 

Mrs. Mae Welch, who at that time 
was writing insurance on the bank sav- 
ings plan with the Winters National 
Bank, also of this city, filed suit against 
the Gem City Life for the commission 


and interest, claiming that the case was ; 


a prospect of hers, that he had promised 
her the insurance and that therefore she 
was entitled to a commission. Mrs. 
Welch claimed that she and two other 
agents had talked to President Morris- 
sett of the Gem City as early as March, 
1926, stating that Mr. Cooper had prom- 
ised her the business. 


Two Others Claimed Case 


In her testimony Mrs. Welch testified 
that she attempted to see Mr. Morris- 
sett, waiting at his office several hours, 
on two occasions, but failed to see him, 
after which she had written him two 
letters regarding the matter. Two for- 
mer agents of the Gem City Life testi- 
fied that they talked to Mr. Morrissett 
about the case and claim that they at 
one time had even gone so far as to 
chide Mr. Morrissett for having tried 
to take the case from them. 


President Morrissett’s Testimony 


According to Mr¥ Morrissett, he had 
never even seen Mr. Cooper nor had any 
letters from Mrs. Welch been received 
in his office regarding the Cooper case, 
and had never discussed the case with 
Mrs. Welch or either of the two agents 
who testified. Furthermore, he claimed 
to know nothing about the case. He 
had not known Mr. Bergen until the 
application was in the office and was 
being underwritten, and had _ never 
known of Mr. Cooper being a prospect 
for insurance. Neither did any member 
of the Gem City organization see Mrs. 
Welch when she claims to have waited 
in the office for four hours, according to 
her testimony, in an effort to discuss 
the Cooper case with him. 


Suit Brought After Assured’s Death 


Mrs. Welch, instead of bringing suit 
when the policy was written and the 
commission paid, waited until after the 
death of Mr. Cooper, who could have 
testified in her favor, if her testimony 
is authentic. However, the laws of 
Ohio state that an application must be 
in writing and the contract held by 
Mrs. Welch with the Gem City Life 
provides: 

1. Said first party hereby appoints 
said second party its agent, for the pur- 
pose and with the authority only, of 
securing applications for insurance on 
the lives of individuals in Ohio, and for- 
warding the same to the company for 
approval or disapproval, and to collect 
at the time of taking applications, or 
upon delivery of policies, first year pre- 

(CONTINUED ON PAGE 12) 








Dr. Albright Again Leads 
Northwestern Mutual Force 








MILWAUKEE, July 9—Dr. C. E, 
Albright again led the class AA agents 
of the Northwestern Mutual Life last 
year with a production of $2,982,250 
paid-for business. Dr. Albright, who has 
completed 25 years of service, along 
with the rest of the production prize 
winners, will be presented awards at 
the annual agents’ meeting here on July 
20. 

Emmett Cowell, Red Bud, Ill, who 
wrote new business on 211 lives during 
the last year, qualified as president of 
the Marathon Club, which includes 
agents who have written new business 
on 100 or more lives during the club 
year. The Marathon Club has 18 mem- 
bers with H. G. Fricke, Omaha, Neb., 
second high man, with 129 lives. E. 
H. Earley, Brooklyn, had a 23.7 in- 
crease and heads the group of agents 
who wrote $750,000 or more last year. 
V. P. Van Slyke headed the agents 
who wrote half a million or more. K. 
W. Jacobs, Jr., Milwaukee, was high 
man of the $300,000 class; E. J. Gerst- 
man of Buffalo led the $200,000, and 
L. C. Wilson, Baltimore, was the head 
of the $150,000 class. H. L. Peebles, 
Pittsburgh, was the leading producer 
among the agents who have been under 
contract for less than two years with a 
total of $1,681,500, which exceeds the 
Northwestern Mutual Life record for 
two-year men. 





LIFE INSURANCE EDITION 


Officials Join 


in Forum 


on Disability Question 


THE NATIONAL UNDERWRITER is pre- | 
senting this week the views of a num- 
ber of leading executives on the dis- 
ability provision, which is now caus- 
ing what is described as almost a panic 
in the life insurance field. Expressions 
of opinion on the disability question 
have been solicited by THE NATIONAL 
UNDERWRITER from officials of a num- 
ber of companies and the forum will 
be continued from time to time as re- 
plies are received. 

The first three replies were from 
men who are unequivocally opposed 
to the income disability provision. P. 
H. Evans, vice-president and actuary 
Northwestern Mutual Life, replied by 
sending a copy of a letter which he | 
wrote THE NATIONAL UNDERWRITER in | 
October, 1922, in response to a similar 





inquiry of this paper at that time. The 
Northwestern Mutual has been con- 
sistently opposed to the income dis- 


extended 
the 


never 
beyond 


ability clause and has 
its disability writings 
waiver of premium. 

Mr. Evans’ views of 1922, which he 
maintains hold true today, are reprinted 
herewith: 

“If a man dependent upon his labor 
for his income be afflicted with sick- 
ness, or is hurt, so that he cannot la- 











Woods Agency Gets Association Cup | 





The Edward A. Woods agency of the 
Equitable Life of New York won the 
1931 president’s cup of the Pittsburgh 


Life Underwriters Association for the 
best all around contribution to the group 
idea and the Pittsburgh association. 
President W. M. Duff of the Woods 
agency is shown above with the cup. 
During the year the Woods agency in- 








creased its membership in the Pitts- 
burgh association from 200 to 316 by 
making it a requirement that all its new 
men become members. 

Mr. Duff, L. C. Woods, Jr., William 
Downey, Miss Maude Agnew, Miss 
Hazel T. Brumbaugh, C. B. Metzger, 
F. J. Stevenson and M: B. Cohill of the 





agency were especially active. 


bor; or if by reason of illness or in- 
jury he is subjected to unusual expense, 
then he is the victim of an adverse 
chance, against which he ought to be 
able, in a highly developed civilization, 
to secure insurance. But I think it was 
not with the motive of supplying this 
protection that life companies began 
to grant disability and, later, accident 
benefits. 


Gives History of the 
Disability Contract 


“The larger companies adopted the 
waiver of premium during the period 
1910-1916. From 1913 to 1916 they ex- 
tended the benefit to provide for pay- 
ment of the policy in installments 
From 1916 to 1920 they adopted the 
present disability annuity feature. These 
developments were apparently a con- 
sequence of the genegal adoption prior 
to 1912 of some form of disability bene- 
fit by a majority of the large number 
of small companies that came into ex- 
istence after 1905 with limited experi- 
ence but plenty of courage. About 
1915 the large companies began to add 
the double indemnity feature, first for 
travel accidents and later for all acci- 
dental deaths. 

“The routine of disability insurance 
appears to depend upon the meanings 
given in practice to four words: ‘total,’ 
‘partial, ‘permanent’ and ‘temporary.’ 
The life insurance companies have gen- 
erally attempted to confine their cov- 
erage to ‘total permanent’ disability, 
leaving the other three classifications 
to health and accident companies. This 
limitation has not, however, been main- 
tained in the struggle for competitive 
advantage. The earlier disability an- 
nuity benefits were drawn to begin a 
year after proof; later this was reduced 
to six months. At the present time the 
benefit is promised immediately with a 
further provision that regardless of the 
cause, continuous total disability for 
three months shall establish the pre 
sumption of permanency. In combina- 
tion with double accident indemnity 
this is evidently non-cancellable sickness 
and accident insurance (total disability) 
with a three months’ elimination and 
includes temporary disabilities of over 
three months’ duration, a very different 
thing from the original ‘total and pre- 
sumably permanent’ disability. 


Joker Is Inability to 
Define Word ‘Permanent’ 


At the same time it is very far from 
being complete coverage as shown by 
the experience of commercial health and 
accident companies with 52 weeks in- 
demnity where a 


vhe two weeks’ waiting 
period eliminates 50 percent: four 
weeks, 70 percent and 13 weeks, 90 


percent of the year’s losses. Evdence 
that the life companies have been un- 
able to define the word ‘permanent’ lies 
in the fact that in 2,467 disability cases 
reported by various companies there 
were 399 recoveries or 16 percent. Thus 
in one case out of six the companies 
failed to exclude temporary disability. 
Failure to forecast the duration of dis- 
ability is not an argument against dis- 
ability benefits but it does suggest that 
pending the accumulation of sufficient 
homogeneous data the rates charged 
should be very conservative as was the 
case in the infancy of commercial ac- 
cident insurance, and also in life insur- 
ance as illustrated by the case of the 
old Equitable of London. The evident 
inability to define ‘permanent’ also sug- 
gests that this vague and uncertain con- 
tingency is in conflict with the theory 
of mutual life insurance unless every 
member is a member for both the life 
and the disability benefits. 

“Violations of mutuality are inevita- 
ble in the settlement of claims. Some 

(CONTINUED ON PAGE 10) 
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Three Penn er Men ine 
Advanced By J. A. Stevenson 





ABILITY GIVEN RECOGNITION 





Wallis Boileau, Jr., E. Paul Huttinger, 
Osborne Bethea Promoted at 
Home Office 





Vice-President John A. Stevenson has 
announced to the Penn Mutual field 
three appointments: Wallis Boileau, 
Jr., superintendent of agencies; E. Paul 
Huttinger, manager of the training de- 
partment; Osborne Bethea, assistant 
Superintendent of agencies. Each ap- 
pointment 1s a promotion of a member 
depart- 


of the company’s own agency 
ment. Each has been made in recogni- 
tion of meritorious service, demon- 
strated ability and conspicuous fitness 
for the post to be occupied. 
Mr. Boileau’s Record 
Mr. Boileau in 1914 entered the 


agency departmefft and worked with H. 
C. Lippincott, then manager of agen- 
cies, in the preparation of literature and 
advertising material. In 1916 editorship 
of the Penn Mutual “News Letter” was 
added to his duties. Then he spent a year 
with the home office agency, and re- 
turned to the agency department in 1921 
to serve Vice-president Passmore as 
secretary. In 1922 he was chief clerk 
of the agency department. In 1928 he 
was appointed assistant to the vice- 
president in that department. 


Mr. Huttinger’s Career 


Mr. Huttinger joined the Penn Mu- 
tual in 1903. He was admitted to the 
bar in 1915, and since 1918 has had 
charge of matters relating to taxation. 


He has become a nationally recognized 
authority in that specialty. His work in 
it early led him into the allied field of 
business life insurance, and_ supplied 
broad experience in solving problems of 
business perpetuation and_ inheritance 
taxation. Since these phases of cover- 
age have become so important in mod- 
ern-day life insurance selling, the ability 
to teach their principles and practice is 
essential for today’s completely equip- 
ped life insurance educator. He was a 
pioneer in teaching these advanced 
courses in life insurance selling. 

The Penn Mutual “Tax Primer,” 
which has gone through eight editions 
since 1920, is Mr. Huttinger’s work; 
also he is the author of “The Law of 

Salesmanship,” one of the series entitled 
‘Life Insurance, Its Economic and So- 

cial Relations,” edited by Dr. S. S. 
Huebner. Z 

The last four years, in addition to his 








Wherein Mr. Voliva’s 
Attack Is Attacked 








The “Benton News” of Zion, IIL, 
which is apparently opposed to the W il- 
bur Glenn Voliva regime in that strange 
city, comments on a recent dictum of 
Voliva against life insurance. 

“Why my brethren and sisters, some 
of you talk as though, if you were out 
of work a few weeks, you would starve 


to death,” the “Benton News” quoted 
Mr. Voliva. “Where is your faith in God 
Almighty? 


“Some of you have such little faith in 
God that you have taken out a life in- 
surance policy—now haven’t you? Yes, 
you went and had your life insured, 
didn’t you? That is what you did. 

“And you notice in the papers that a 
widespread denunciation of life insur- 
ance is springing up in this country, and 
prominent men are advising people to 
let it alone. 

“You thought you were going to die, 
didn’t you? And, like a fool, you had 
your life insured, so your wife can marry 
somebody else and live on your money 
—isn’t that a fact? What a fool you 
are! 

“Trust God for health, for strength, 
for life, and trust him for everything.” 

The “Benton News” proceeds to chal- 
lenge Mr. Voliva, declaring that the 
principle behind life insurance and fire 
insurance is the same and Mr. Voliva 
has benefited greatly through the insti- 
tution of fire insurance. 

“We have no record of Mr. Voliva,” 
the “Benton News” says, “refusing the 
insurance money he received when the 
old laundry building was destroyed by 
fire one Saturday night. Nor, when Zion 
home was ablaze; nor the two or three 
times the Temple cottage annex was 
damaged by blaze.” 

Mr. Voliva, it will be recalled, 
the world as fiat. 


sees 








taxation work, Mr. Huttinger has had 
charge of agency research for the Penn 
Mutual, and is the author of three man- 
uals, covering all phases of the com- 
pany’s agency work. 

Mr. Bethea is a graduate of David- 
son College, N. C., whence he took his 
B.S. degree in 1922. His entrance into 
life insurance was with the Aetna Life, 
he having been in 1923 given charge of 
group offices in Atlanta and Baltimore. 
This position he held until 1926, and 
then until December, 1927, he was as- 
sistant general agent at Baltimore. In 
the early months of 1928 he attended 
the life insurance school of New York 
University. This was followed by a 
year as general agent for the Pilot Life 
at Charlotte, N. C. He joined the Penn 





May Extend Holding Period 
on Oklahoma Real Estate 


GOVERNOR FAVORS CHANGE 





Life Companies Seek to Liberalize 
Limitation on Ownership of Fore- 
closed Property by Amendment 


The probability that the Oklahoma 
limitation on the period that life com- 
panies may hold real estate acquired 
through foreclosure proceedings will be 
extended from the present seven-year 


period before escheat to ten years is 
indicated by reports from Oklahoma 
City. 


During the past week a series of con- 
ferences of the agents and other repre- 
sentatives of member companies of the 
American Life Convention were held for 
the purpose of securing an amendment 
to the Oklahoma constitution, Article 
22, Section 2, the matter being taken up 

with Governor Murray’s committee of 
21. The result was that on July 2, the 
committee of 21 adopted a resolution to 
submit to a referendum an amendment 
changing the present seven-year period 
before escheat to ten years, and adding: 
“Provided further that any corporation 
having so acquired title to real estate 
upon foreclosure of such mortgage or 
in collection of debt and not having dis- 
posed of same prior to the adoption of 
this amendment, shall have ten years 
time from the adoption hereof to dis- 
pose of said real estate; provided, how- 
ever, that nothing herein shall inure to 
defeat any title to real estate which has 
been escheated to the state, or to affect 
or abate any action to escheat any such 
land which has been commenced prior 
to and is pending at the adoption of this 
amendment.” 

The agents and other representatives 
of the American Life Convention com- 
panies were given the impression that 
Governor Murray will support the pro- 
posed constitutional amendment. 

The committee of 21 is also consider- 
ing a proposal which would make the 
insurance commissioner appointive in- 
stead of elective. 

The committee defeated a resolution 
to propose an amendment prohibiting 
the mortgaging of homesteads except 
for purchase money. 

The executive office of the American 
Life Convention was represented at the 
Oklahoma City conferences by W. P. 
Coler, secretary and actuary. 








Mutual’s educational department in 
May, 1929, and in November, 1930, was 
made special assistant to the agency 
vice-president. 








Penn Mutual Home Office Men Advanced 











WALLIS BOILEAU, JR. 





E. PAUL HUTTINGER 





OSBORNE BETHEA 





Dunham Binnie on 1930 
Connecticut Life Results 





ORDINARY, INDUSTRIAL GAIN 





Commissioner Analyzes Sale of Insur- 
ance to Residents of His State and 
Standing of Companies 





HARTFORD, July 9.—Increases in 
new ordinary and industrial life insur- 
ance and a decrease in group insurance 
written in Connecticut in 1930 are indi- 
cated in the annual life report of the 
Connecticut department, which was re- 
leased by Commissioner H. P. Dunham. 
For the second consecutive year 1930 
was marked by a large increase in pol- 
icy loans. 

The 44 companies operating in Con- 
necticut, including the five Connecticut 
companies, issued a total of $194,459,- 
885 new ordinary life insurance to Con- 
necticut residents, representing a gain 
over 1929 of $652,251. The gain in 1929 
over 1928 was $15,878,067. The total 
amount of ordinary life insurance in 
force in Connecticut at the end of 1930 
stood at $1,280,805,128, an increase of 


$74,191,017 over 1929. Of this amount, 
$352,473,214 was held by Connecticut 
companies. 


Connecticut Carriers Gain 


five Connecticut 
Connecticut General, Connecti- 
Phoenix Mutual and Trav- 
Connec- 


The companies— 
Aetna, 
cut Mutual, 
elers—wrote more ordinary in 
ticut in 1930 than in 1929, while the 
companies of other states wrote less. 
The Connecticut companies wrote a to- 
tal of $51,483,255 in 1930 against a total 
of $48,101,347 in 1929, while the other 
companies issued a total of $142,976,630 
in 1930, as compared with 145,706,287 
in 1929. 

Claims totaling $13,415,240 were paid 
to beneficiaries under ordinary policies. 
Of this amount, the Connecticut com- 
panies paid $3,470,091. The 1929 total 
was $13,067,365. 

Industrial life insurance written in 
Connecticut in 1930 totaled $93,161,193, 
as compared with $87,322,169 for 1929, 
while the industrial insurance in force 
rose from $451,942,244 to $464,965,736. 


Decrease in Group 


There was a decrease of $5,688,427 in 
new group insurance written in Con- 
necticut in 1930, the total of new busi- 
ness being $62,967,979 as against $68,- 
656,406 for 1929. The Connecticut com- 
panies wrote more than half of this 
class, their total being $33,211,673. The 
total amount of group insurance in force 
in this state rose from $200,361,294 to 
$210,888,537. The Connecticut com- 
panies at the end of 1930 had a total of 
$150,367,419 in force in Connecticut. 

The increase of policy loans for 1930 
and 1929 is $687,607,957. Policy loans 
in force have increased from $1,668,900,- 
213 at the end of 1928 to $2,356,508,170 
at the end of 1930, or from 12.11 per- 
cent of the total admitted assets of the 
reporting companies to 14.41 percent. 
The Connecticut companies reported an 
increase in policy loans in force at the 
end of 1920 of $35,410,573, as against 
an increase of $36,547,664 for 1929. 

The reporting companies had a net 
loss in surplus for the year 1930 of $1,- 
270,718. About half of the companies 
showed increases in surplus during the 
year. 

Mortality Ratio Unchanged 


The ratio of actual to expected mor- 
tality for all life companies reporting to 
Connecticut insurance department was 
61.6 percent for 1930 as compared with 
61.8 percent for 1929. 

The six leading companies in ordinary 
new business issued in Connecticut dur- 
ing 1930 are: 

Metropolitan, $43,235,116; Prudential, 
$21,016,777; Travelers, $16,851,542; Con- 
necticut General, $13,265,882; John 
Hancock Mutual, $11,516,783; Aetna 
Life, $10,560,978. 
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Wings Sprouting 











THEO, M. RIEHLE 


NEW YORK, July 9.—Friends of T. 
M. Riehle, chairman of the million dol- 
lar round table of the National Life Un- 
derwriters Association and associate 
manager here of the Equitable Life of 
New York, have been urging his nom- 
ination for the presidency of the Na- 
tional association. His candidacy is 
sponsored by F. S. Goldstandt, general 
agent of the Equitable here, and a close 
friend. C. D. Connell, president of the 
New York City Life Underwriters As- 
sociation, has received numerous letters 
from Mr. Riehle’s supporters bespeak- 
ing the endorsement of the New York 
association. The association has not as 
yet taken any official action and has not 
definitely decided whether it will give 
its support to any single candidate. 

Mr. Riehle is well known both as a 
personal producer and for his call to 
arms campaign in May, during which he 
exhorted life underwriters to put on the 
extra effort needed to start the life in- 
surance business on an upward swing. 








W. T. Thach Given Oklahoma 


Well Known Mutual Benefit Life Man 
Is Appointed Manager for 
the State 








W. T. Thach, who has been in charge 
of the Mutual Benefit Life’s Oklahoma 
office since the resignation of General 
Agent J. N. Dyer Jan. 1, has been ap- 
pointed general agent for the state. 
Headquarters are at Oklahoma City. 
Mr. Thach has been with the agency 
department of the Mutual Benefit since 
1923 and has been editor of its publica- 
tions including the “Pelican” since 1924. 
More recently he has concentrated on 
the problems of the agency problems of 
agency building and the recruiting and 
training of agents. 

Mr. Thach is a native of Tennessee 
and a graduate of Princeton. 


New Insurance-Investment Course 


MADISON, WIS., July 9—How 
much life insurance should a man with 
much life insurance should a man with 
a $2400 income carry? How much 
should he put into a home? Should 
salaried men confine their investments 
to stocks, bonds, or building and loan 
shares? How should one safegiard in- 
surance money? How relate the amount 
of insurance to income? 

These are typical problems considered 
in a new course in investment principles 
to be given by correspondence, an- 
nounced here by the University of Wis- 
consin extension division. According to 
the outline, the course is intended to 





help persons of modest incomes to fit an 
investment program to their individual 
needs, and to guide them in investing 
their money profitably and safely. 
Registrations are open to any person 
mature enough to carry the course 
profitably. No background of training 
in economics or statistics is required. 


Regional Group Managers 


C. C. Clarke, district manager of the 
group department of the Sun Life of 
Canada with headquarters at Chicago, 
has been made regional manager having 
jurisdiction over Illinois, Indiana, Mis- 
souri, lowa and Minnesota. Mr. Clarke 
was formerly located in Seattle. S. H. 
Smith of Montreal covers eastern On- 
tario, Quebec, the maritime provinces 
and the New England states and E. P. 
Higgins of Toronto, western Ontario 
and Michigan. 


A. C. Sweeney Seriously Ill 

A. C. Sweeney, Kansas City general 
agent for the Mutual Benefit Life, is 
seriously ill at the Wesley Hospital, 
Wichita, Kas. While visiting in Wichita 
July 4 Mr. Sweeney was taken suddenly 
ill, and was rushed to the hospital with 
a ruptured appendix. 








LIFE INSURANCE EDITION 


Bank Urges Tax Exemption 
for Trusteed Insurance 


NEW OHIO LAW COMMENDED 


Levy Should Be Eliminated When Pay- 
able to Named Beneficiary, 
Harris Trust Avers 


The Harris Trust & Savings Bank of 
Chicago comes out in its bulletin “Es- 
tate and Tax News” strongly advocat- 
ing legislation in all states providing 
definitely that proceeds of life insur- 
ance policies payable to a named bene- 
ficiary through a trustee under the 
terms of an insurance trust shall not be 
taxable. Ohio’s new law, which be- 
came effective July 3, is commended by 
the bank, which suggests that this 
statute is a good model for other states. 
The new Ohio law provides that pro- 
ceeds of policies of life insurance pay- 
able on the death of the assured other- 
wise than to the estate of the insured, 
are not taxable, “whether paid directly 
by the insured to the beneficiaries desig- 
nated in such policies or to a trustee 
designated therein. 

“In some states,” 
clares, “the 


the bank bulletin de- 
statutes now specifically 





uw 


provide for this exemption of insurance 
in trust; in others the freedom from 
taxation has been established by court 
decisions and administrative rulings. In 
a tew instances, while such proceeds ap- 
pear to be taxable according to adminis- 
trative rulings which have not been 
openly rejected, they are not taxed in 
actual practice. 

“While the practical effect, so far as 
the taxpayer is concerned, is the same 
whether the law specifically provides for 
the exception of insurance proceeds 
placed under trust, or whether the ex- 
emption is accorded merely by tacit 
understanding, there is no reason why 
any state should not commit itself defi- 
nitely to a policy of exemption which 
has been so universally approved. In- 
surance proceeds are placed in trust to 
protect the funds against the inexperi- 
ence of dependents. It would indeed 
be a strange anomaly to encourage the 
purchase of insurance for the benefit of 
a named beneficiary by granting it im 
munity from taxation on the one hand, 
and on the other to penalize an estate 
if the insurance proceeds are protected 
for the beneficiary by means of an in- 
surance trust.” 


Dr. Rockwell's outline, “Practical Life 
Insurance Salesmanship,” boils down his 
teachings at Carnegie Tech and in his 
life insurance classes Price, $1.25. 


Order from The National Underwriter. 





inquiries from 
policyholders and prospects 
were sent during one month_ 
recently to agents of -- 
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New York Life Agents’ compensation includes ‘‘Nylic,”’ 
a monthly payment beginning after two years’ service, 
based or revious production. This gives them a cer- 
tain regu ir income increasing from time to time dur- 
ing the next 18 years, based upon the same annual 
production of new business. ‘‘Senior Nylics’’ have served 
a minimum of 20 years and are drawing an annuity, 
yable in monthly instalments, which will continue 
for life. Most of them are still active in writing new 
business, though they have the right to retire. 





NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, Madison Square 
New York, N. Y. 
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Fixed Trust Plan 
Is a Competitor 


Closely Parallels Endowment In- 
surance with Considerable 
Success Since Stock Crash 


INVADE FRUITFUL FIELD 


Class of Persons Earning $3,000 to 
$10,000 Now Particularly Susceptible 
to This Appeal 


NEW YORK, July 9.—The rapidly 
increasing popularity of fixed invest- 
ment trusts has caused distributors of 
them to invade, with considerable suc- 
cess, a field in which life insurance as 
an investment should be particularly 
strong, the class of persons earning 
from $3,000 to $10,000 a year. 

The closeness with which these ar- 
rangements parallel endowment insur- 
ance is a tribute to the value of the in- 
vestment features of life insurance, and 
they even provide life insurance protec- 
tion. The latter is almost essential, as 
the installment period is usually about 
ten years, decreasing term coverage pro- 
viding the difference between’ the 
amount of stock contracted for and the 
installments already paid. 


Fixed Trust Is Popular 


The fixed type trust has been gaining 
in esteem ever since the 1929 crash, 
while the management type has been 
generally discredited, the latter usually 
being quoted at considerably below the 
net asset value of its component stocks. 

The fixed type trust, as its name im- 
plies, provides for the holding of a cer- 
tain number of shares of stocks of cer- 
tain corporations, permitting the small 
investor to obtain the desired degree of 
diversification. There are two types of 
fixed trusts, the distributive and the 
cumulative. In the distributive type, 
anything realized from stock dividends, 
sales of rights, etc., is immediately dis- 
tributed to the shareholders of the trust. 


Many Prefer Cumulative 


The cumulative type provides for the 
accumulation of these values to the end 
of the term specified. This type is pre- 
ferred by many on the ground that 
stockholders in the distributive form are 
prone to overlook the fact that realiza- 
tions from stock dividends and®the like 
are in reality returns of capital and not 
interest earnings, and consequently 
lower the relative value of the assets by 
which the stock is secured. 

The fixed trust, while far more stable 
than the management type, can hardly 
be classed with life insurance for rock- 
ribbed safety, but it has attractive fea- 
tures and claims are made for it which 
may make it an increasingly important 
competitor. Its portfolio usually con- 
tains stocks which are highly regarded, 
and it is easy to minimize the difference 
between them and the type of securities 
in which life companies are permitted 
to invest. 

One of the arguments advanced for 
the fixed trust as against life insurance 
as an investment is the fact that a prop- 
erly diversified trust of this kind will 
tend to follow the general economic 
trend more closely than will the life in- 
surance investment. 

Its adherents contend that while the 
dollar invested in life insurance today 
may be worth more or less than that 
amount in purchasing power in the fu- 
ture, the fixed trust income and valua- 
tion will vary so that in bad times, when 
more goods can be bought for the same 
money, the trust will yield a smaller 
income, while in good years, when 








June Spurt 














MONROE 
Superintendent Midland Mutual 


J. G. 
Agency 


The Midland Mutual life agency force 
dedicated June to J. G. Monroe, super- 
intendent of agencies. A substantial in- 
crease in written business was made 
over June of last year and gain in paid 
for business will exceed 40 percent. Mr. 
Monroe is highly honored by the splen- 
did showing made by the field force. 








Northwestern National Life 
Shows Gain First Six Months 





A gain of $7,663,320 for the first six 
months was registered by Northwestern 
National Life June 30 when it brought 
to a close its best quarter of production 
since a year ago. Since Jan. 1 it has 
produced $32,160,915 in new business as 
compared with $24,497,595 for the pre- 
vious six-months period. 

Total production for June was $5,538,- 
929. The White & Odell agency, Minne- 
sota state agents, was first in volume 
among the agencies, with the A. W. 
Crary agency of Fargo second, and H. 
O. Wilhelm & Co. of Omaha third. 


New England Reserve’s Plan 


KANSAS CITY, MO., July 9.—A. O. 
Thompson has been appointed state 
manager in Missouri for the New Eng- 
land Reserve Life, which recently was 
reorganized on the stock basis, and will 
have headquarters in Kansas City. An 
agency organization already is being 
worked out in Missouri and about 385 
agents actually are in the field in west- 
ern Missouri. Oklahoma also is being 
opened, with Young & Walker of Tulsa 
as general agents. The company spe- 
cializes, at present, on a small “emer- 
gency” life policy. 


Shaw Is Chosen Secretary 


At a recent meeting of the directors 
of Victory Life of Chicago C. A. Shaw 
was elected secretary. Since March 1 
Mr. Shaw has, in addition to his duties 
as assistant to the president, acted as 
secretary, succeeding V. D. Johnston, 
who res.gned this office to accept a po- 
sition with Howard University. 








prices are higher, there will be a corre- 
sponding increase in the earnings of 
the trust. 

While many attractive features can 
be pointed out for the fixed type trust 
for the small investor, it should prove 
an encouragement rather than other- 
wise to life insurance men to know that 
a type of investment so closely copied 
after life insurance should be finding 
such favor in times like the present. 
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Lawyer Comments on Disability 
Policy of the Life Companies 





standard of the point of view of the 
company itself. However, if any such 
action results in an impairment of the 
confidence which the present insured 
public has in life companies, it would 
appear to be a very unwise action. 





*By D. B. MADURO 


THE NATIONAL UNDERWRITER has asked 
me to express my opinion, from a legal 
point of view, of some of the problems 
presented in the actions taken or pro- 
posed to be taken by some of the life 
companies with respect to their dis- 
ability contracts and the loss suffered by 
them on disability claims. ; 

My opinion is merely an expression 
from the point of view of the insured 
and the individual agent. It is in no 
way an expression from the point of 
view of the companies. 

Have Gotten Much Benefit 


There is no doubt but that the com- 
panies have suffered a great loss in their 
disability claims. However, there is no 
doubt but that the companies have ob- 
tained tremendous benefits, both tang- 


ible and intangible, from the issuance of | 


disability contracts. 

The companies have presented them- 
selves with the problem of how to ad- 
just the loss which they have incurred 
in disability claims, and how to avoid a 
re-occurrence of this loss in the future. 
The action taken by some companies to 
solve these problems has raised some 
interesting and complicating questions. 

In some cases it is reported that 
smaller dividends are being paid to 
policyholders who carry disability con- 
tracts issued in a certain year than to 
other policyholders who do ‘not carry 
such disability contracts. In another 
case it is reported that a smaller divi- 
dend is being paid to policyholders who 
have actually received disability pay- 
ments than to other policyholders who 
have not received disability payments. 
Both of these actions would seem to be 
predicated upon the theory that the 
“waiver of premium” is a waiver of 
“net” premium and not of the “gross” 
premium. These two cases raise the 
following questions: 

Questions Are Raised 

1. Does such action result 
“equitable” apportionment of 
tributed surplus? 

2. Does such action constitute a dis- 
crimination, among policyholders of the 
same class or of equal expectation of 
life, in the dividends payable on a 
policy? 

3. Does such action constitute an in- 
direct method of imposing an additional 
charge for disability benefits? 

4. Is such action contrary to any ex- 
pressed provision contained in the 
policy or in the insurance law? 

5. Is such action authorized by any 
expressed provision contained in the 
policy or in the insurance law? 

In another case it is reported that 
disability payments would not be made 
unless and until the insured had con- 
clusively and beyond any doubt proved 
that he is “permanently” disabled. In 
my opinion this tyne of action is a direct 
invitation to litigation. 

Whatever action any company may 
take in attempting to solve the present 
problems affecting its disability provi- 
sion, it seems only reasonable that the 
effect of such action upon the insured 
public should be carefully considered. 
The insured person purchased a dis- 
ability contract because it constituted a 
protection to the economic value of his 
active life. 

Relied on the Companies 

He purchased this contract from a 
life company because he felt assured 
that in the event that it became opera- 
tive, the payment of these benefits 
would not be subject to unreasonable 
delay or litigation. He had that assur- 
ance because the record of the life com- 
panies with respect to the other pro- 
visions of their contract was well es- 
tablished. The wording of the dis- 
ability contract is not and can not be 
exact and definite to cover every case. 
Therefore reliance must be placed upon 


in an 
the dis- 








the fairness of the companies and this 
reliance was warranted by their past 
record with respect to the other pro- 
visions of his contract. 

The most important feature of a life 
insurance contract is that of guaranty 
of performance. Its importance lies not 
only in the guaranty that the terms of 
the contract will be performed, but also 
in the security and peace of mind which 
the insured has with respect to such 
guaranty of performance. After the in- 
surance contract is once issued, the in- 
sured should be able to feel that his 
property rights in that contract will not 
be violated or diminished by the other 
party to the contract. 

However, the action taken by many 
companies with respect to their dis- 
ability provision and with respect to the 
loss suffered by them on _ disability 
claims is beginning to have the effect 
of undermining this security and peace 
of mind of the insured. The action 
taken by companies may be correct 
when considered from the absolute 





*Mr. Maduro is counsel of the 
York Life Underwriters Association and 


specialize sin legal problems relating to | 
| 


life insurance He gave an address on 
“Privileged Property” at the last sales 
congress in New York City. 


American Life Convention 
Disability Questionnaire 





The following questionnaire on dis- 
ability is being submitted by the Amer- 
ican Life Convention: 

1. Do you favor the elimination of the 
income disability benefit? 

2. Do you favor reduction of the 
amount of benefit from $10 to $5 per 
$1,000 of life insurance? 

3. Do you favor extension of the 
period required for presumptive perima- 
nency to 6 months? ...... or 
months? 

4. Do you favor elimination of the 
presumption of permanency. 

5. Do you favor the cessation of all 
payments under the benefit at age 60? 
65? 

6. It is your opinion that stricter un- 


New | 


—_—— - —— —-+y + 





derwriting will eliminate the losses on 
disability, without recourse to any 
change in the form of the benefit? 

7. Are you satisfied with the income 
| disability situation as it now exists? 

8. What suggestions other than the 
above have you for meeting the prob- 
lem of mounting losses under the bene- 
fit: 





Launch New Oklahoma Company 


The General Life of Oklahoma City 
has been organized with S, P. Freeling, 
former attorney general, as president. 
Edward Millegan, formerly of Black- 
well, is vice-president and L. H. Nor- 
mandin, secretary-treasurer. Lieut. Gov- 
ernor Robert Burns has been named 
general attorney and Judge L. A. Shaw 





of Blackwell associate attorney. In ad- 
dition to the officers the directors in- 
| clude Dr. J. R. Bohnan, L. H. Becker 


| and ) ae > Tharp. The company has 
| $100,000 capital and $100,000 surplus. It 

will operate on the old line basis and 

specialize in ordinary life. The com- 
| pany will be in a position to write busi- 
| ness within two weeks, President Free- 
| ling said. 





The New York Life's clearing house 
| branch in Chicago, Frederick Bruchholz, 
agency director, filled its quota of 
$575,000 of new business for the last 15 
' days of June within 10 days. 














LIFE AGENTS 


SINcE the 


Insurance members of your pro- 
fession have been instrumental 
in insuring the success of their 
Often times to the extent 
that they have forgotten that they 
too would some day have to meas- 
ure their own success. 
your case. Are you satisfied that 
you are successful or that you are 


clients. 


becoming soP 


immediately in order that we may 
show you how wecan insure your 
success, at the same time insur- 
ing the success of your clientele. 


Address your communications to 


The Minnesota Mutual Life Insurance Company 
St. Paul, Minnesota 


inception of Life 


Analyze 


If not, write us 
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A Low Cost 


NY¥YNL 


Lire INsuRANCE 
PROGRAM 


Prospect—Age 35 
Wife—Age 30 
Children—8ey 5 


a program provides that in 
event of the death of the insured, the wife will 
receive the following amounts: 


$3,000 in one sum. 
$990 a month until the son is ready 


for college. 
$270 a month while one child is in 
$320 


college. 
a month while two children 
are in college. 
$4 50 each Christmas until the child- 
ren are grown. 
$140 a month after the children 
graduate from college until 
she is 60 years of age, at which 
time her son will be 35 and 
her daughter 32. 


$40 
At her death each child will receive $5,000 


in cash. 
In case the insured should live until the age of 


65, he may then cash in his policies for $12,111.45. 


(Some of the above items are dependent on the maintenance of the 
present dividend scale, which cannot be guaranteed.) 


a month thereafter for life. 


HE entire annual premium for this program at age 

35 is only $684.15 a year, in the Northwestern 
National Life. It is accomplished by the purchase 
of ten units of Income Indemnity, $10,000 Home 
Protector, and a $5,000 Pension Bond maturing at 
age 65. The proceeds of the Pension Bond left at 
interest become payable at the rate of $50 a month 
while one child is in college and $100 a month 
while two of them are in college. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, pacswent 
STRONG-> MinneapolisMinn. ~ LIBERAL 























Companies Tightening Up 
on Men Heavily Insured 





NEW YORK, July 9.—One of the most pronounced tendencies 
at many home offices of life comipanies is the tightening up on insuring 


men who carry large lines of insurance. 


Perhaps the pendulum has 


swung to the other extreme because some companies undoubtedly are 
unduly panicky. However, the experience during the last 18 months 
has been most unfortunate with regard to mortality in the high bracket 


insurance class. 


The suicide rate has mounted upward. The cases 


where the cause of death is in doubt whether it be suicide or not have 
increased. Under the terrific strain to which people have been sub- 
jected there has been a breaking of physical structure leading to death. 


There have been conferences of officials 
of what might be called the conservative 
and middle class companies, those that 
do not plunge and that move along in 
comparatively steady pace. The fact 
that officials of this group are exercised 
over the situation makes it highly im- 
portant. Not only is a man seeking in- 
surance to bring his line up to $100,000 
or more given a far more searching 
physical examination but the inspection 
is more comprehensive. An effort is be- 
ing made to get at the psychology of the 
man. Companies want to know about 
his business prospects, whether he is 
engaged in a field that will be lucrative, 
whether he can carry on his insurance 
without difficulty, whether he is in train- 
ing to sustain abnormal business attacks. 
In fact the entire physical, moral, intel- 
lectual and business fabric of the 
applicant is studied very carefully. 

Companies do not hesitate to hunt 
down applications where the speculative 
element seems to enter. It is men of the 
promoter type that have caused the 
worst havoc. Companies are seeking to 
ascertain what a man is making out of 
his own business, how much attention 
he is giving to it and what he is trying 
to make out of his investment or ven- 
tures into other fields. 

Agents find that it is no easy task 
now to get insurance for a man who is 
increasing his line beyond the $100,000 
mark and some even beyond the $50,000 
line. A life company hesitates to seek 
reinsurance where it feels that any great 








chance -is being taken. An agent every 
once in a while desires to write a large 
policy and urges his company to help 
him out by taking reinsurance. 

Some companies are basing the 
amount of insurance that a man should 
carry on his income the year previous. 
For instance, take a man aged 45 and 
the schedule would allow him to carry 
insurance seven times his income. At 
age 55 a company might put this at five 
times. At age 35 it might be ten times. 
Some agents declare that it is hardly 
just to base action on what a man has 
made during 1930 for example. That 
was an abnormal and unusual year. His 
income for 1930 might have been only 
half what it was for the previous year. 
Some agents in urging their companies 
to be more lenient declare that there are 
numerous men that desire to take insur- 
ance to overcome their losses and to 
bring their estates to a point more nearly 
what they were previous to the stock 
market crash. They give every indica- 
tion of being able to carry through until 
the time when business is more normal 
and their earning power will be in- 
creased. 

The men carrying the big amounts of 
insurance have undoubtedly created 
havoc. The mortality ratio in propor- 
tion so far as that class is concerned is 
much greater than those carrying lesser 
amounts. It indicates that the economic 
strain has been far more severe on those 
of larger means and greater responsi- 
bilities. 











Shannon to Home Life 


in Rochester Agency 











E. R. SHANNON 


E. R. Shannon of the Penn Mutual 
Life’s educational department has been 
appointed general agent of the Home 
Life at Rochester. He has had a broad 
experience in the field and in managerial 
and educational work. He is a graduate 
of Ohio State University and for the 
first few years after his graduation was 
engaged in agricultural research. He 


entered life insurance in 1920 with the 
Penn Mutual at Huntington, Pa., and 
later joined the Connecticut Mutual. 
In 1923 Mr. Shannon was appointed 
general agent for the latter company at 
Wilkes-Barre, Pa., and became its gen- 





Report on Gem City Life 
Made by Ohio Department 





The Ohio department examination of 
the Gem City Life of Dayton, O., made 
as of Dec. 31, shows net surplus of 
$114,617. The capital was $265,110, giv- 
ing a total surplus to policyholders of 
$379,727. 

The accident and health business has 
not been profitable. A high loss ratio 
and an addition to reserves of $25,000, 
from $10,000 in December, 1929, to $35,- 
000 in December, 1930, caused this de- 
partment to show an operating deficit of 

27,000. The loss was due largely to 
experience with one group contract. 
ag condition is being corrected rap- 
idly. 

A careful examination of the report 


' shows that no loan was set down as 


excessive except in one case where a 
first mortgage could not be delivered. 
This case was cleared within a month 
after Dec. 31, by return of the cash in- 
volved. This is given in the report 
though the amount involved, $5,000, 
was not accepted for the statement. In 
four other cases, lapse of the insurance 
on property upon which loans had been 
made caused these cases to be listed as 
excess loans. Reinstatement of fire in- 
surance protection automatically cor- 
rects this condition. 








eral agent at Columbus, Ohio, in 1929. 
In 1930 he joined the Penn Mutual’s 
educational department. Mr. Shannon 
has been active in local association work 
and was vice-president of the Wilkes- 
Barre Association of Life Underwriters. 
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M. L. LANE IS HONORED 


M. L. Lane, recently appointed New 
York City general agent of the Con- 
necticut Mutual Life, was the guest of 
honor at a testimonial dinner given by 
the Lane Agency of the Home Life of 
New York, with which he was formerly 
connected. Martin Goldman was master 
of ceremonies and presented an en- 
graved cigaret case and lighter to Mr. 
Lane on behalf of the agency. 


a 
FIGURES IN NEW YORK 

The J. S. Myrick office of the Mutual 
Life of New York led all general agen- 
cies in New York City for June in paid- 
for business with $3,454,000, an increase 
over its June, 1930, figure of $3,227,000. 
Following are the ordinary production 
figures of some of the larger agencies, 
the first figure for each agency being 
the June production and the next one 
below being the total for the half year. 


1931 1930 
S. Myrick...... $ 3,454,000 $ 3,227,000 
Mutual Life, N. Y. 21,282,000 25,688,000 
C Th Bee. ce 3,154,000 2,451,000 
Union Central.... 17,609,000 17,311,000 
Cc. E. DeLong..... 2,342,000 1,571,000 
Mutual Benefit... 13,350,000 17,365,000 


Johnson & —. pee 


(Life Dept.). 2,330,000 2,128,000 
Prudential, and 

Home (N. Y.)... 15,005,000 12,788,000 
A. Kakoyannis.... 2,045,000 edt 500 
Prudential ....... 9,761,000 7,950,000 
R. H. Keffer...... 1,712,000 9.619.000 
Aetna Life....... 14,013,000 20,252,000 
B, Me sic cesses 1,544,000 2,786,000 
Penn Mutual ..... 12,343,000 18,609,000 
J. A. MeNulty.... 1,468,500 848,000 
Predential . 2.0. 7,182,000 3,914,000 
Fraser Agency... 1,317,000 2,136,500 
Conn, Mutual..... 10,307,000 13,752,000 
Keane-Patterson.. 1,013,000 1,537,000 
Mass. Mutual..... 10,154,000 9,970,000 
P. R. Garrison... 2,380,000 1,276,000 
Prudential ....... 13,481,000 13,597,000 


* * * 
HIGH AVERAGE PRODUCTION 


The Stuyvesant ordinary agency of 
the Prudential in New York, of which 
Andrew Kakoyannis is manager, has 
been rapidly increasing its production. 
The agency has just passed its third 
birthday and recently attained a ranking 
second only to the life department of 
Johnson & Higgins on the company’s 
countrywide list of ordinary agencies. 
Rank is based on net increase, i. e., 
business issued less cancellations and 
lapses. The agency has a full time force 
of 63 of which 59 produced more than 
$100,000 of new business in the fiscal 
year ending May 31. Menuet Kako- 
yannis expects to effect not only an in- 
crease in his force of producers but also 
in their average production during the 
coming year. The agency has recently 
been averaging close to $2,000,000 a 
month. 

* * * 
LIVING TRUST PLAN 


A trust agreement whereby individ- 
uals who invest $10 a month or other 
sma'l amounts make their accumulations 
under a “living” trust, with certain fea- 
tures of an insurance trust added, has 
been placed in operation by Financial 
Independence Founders, Chrysler build- 
ing, New York City, an investemnt 
company which sponsors plans for syste- 
matic investing on the installment basis. 
The Pennsylvania Company for Insur- 
ances of Lives and Granting Annuities of 
Philadelphia is trustee under the plan. 

The main feature of the agreement 
is that all payments by the investor are 
made directly to the trustee instead of 
to the investment company. In this way 
the small investor becomes a party to a 
deed of trust. Administration of the in- 
vestment plan is given over entirely to 
the trustee and the investor. 

Other provisions of the trust agree- 
ment are that the trustee purchases and 
holds investment securities on behalf of 
the investor, collects the income and 
purchases additional securities on the in- 





vestor’s order, and surrenders the trus- 
teed property only on the investor’s 
authorization. Share certificates issued 
to investors are not valid until authenti- 
cated by the trustee. 

Where the investor obtains life insur- 
ance protection in connection with the 
Financial Independence Founders Plan, 
the agreement provides that the pre- 


} miums are paid by the trustee out of the 


investor’s payments. In the event of 
the investor’s death, the trustee also re- 
ceives and administers the proceeds of 
insurance. 

Investor's funds are invested by the 
trustee in Corporate Trust Shares, a 
fixed trust which holds the common 
stocks of 28 corporations. Certificates 
issued under this plan mature in ten 
years. 

s&s 


EQUITABLE AGENCIES ACTIVE 


Seven New York City agencies of the 
Equitable Life of New York paid for 


ness 











the month, the drive was chiefly for sub- | 
mitted business and some of the business 
written will carry over into the present 
month. The seven agencies are: Pros- 
ser & Homans, $1,250,000; W. G. Fit- 
ting, $1,133,000; J. J. Wilson & Co., $1,- 
109,000; J. M. Riehle, $1,018,000; A. 
Bleetstein, $1,018,000; A. A. Harris, $1, 
017,500; A. Rosenstein, $1,013,000. 
* ~ 7 
WORTMAN’S UNIT 


_ 


A LEADER 


Joseph Wortman’s unit of the Harry 
Jacoby agency of the Home Life in New 
York City led the agency in a recent 
drive for business in celebration of the 
Jacoby office’s fourth anniversary. The 
winning unit paid for more than $250,000 
in the month of the campaign and has 
been averaging close to that amout for 
some time recently. 

x * * 
INCREASED AGENCY FORCE 

The R. G. Engelsman agency of the 
Penn Mutual Life in New York City 
has increased its full time force from 27 
men to 65 in the last six months, during 
which time it conducted three 
schools for new men. 
office is now taken and Mr. Engelsman 
is very well pleased with the results of 
his recruiting. The next school will be- 


| share 


| manager of the 


| Life. 


agency 
Every desk in the | 


|}companies are of 
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Union States Life Abesdhe 
a New Company at Seattle 





The Union States Life of Portland 
has taken over the Washington National 
Life of Seattle, according to the an- 
nouncement of W. Hibbard, presi- 
dent Capitol Underwriters Corporation, 
owner of the Portland company. Both 
recent origin. The 
merger was consummated on a share for 
basis and Washington National 
stockholders are said to be purchasing 
shares in the Capitol Underwriters. 

R. W. Dale, principal promoter of the 
Washington National Life, becomes 
vice-president of the Union States Life. 
Mr. Dale was formerly Pacific Coast 
American National. 

Negotiations are said to be in prog- 
ress for the acquisition of a southern 

California company by the Union States 
Sponsors of the Portland com- 
pany are eager to establish a strong or- 
ganization on the coast. 





Connecticut Mutual Directors 


J. W. Knox, 


: president First National 
Bank of Hartford, 


and P. M. Fraser, 
































more than $1,000,000 each of new busi-| gin in November. P. O. Works, agency | vice-president Connecticut Mutual, have 

June. While the campaign in| director, is the author of a series of| been elected to fill places on the Con- 

honor of Vice-president Klingman took | three articles telling how the schools are | necticut Mutual board formerly held by 

place in the first ten working days of ° conducted. Charles Cheney and Maj. J. H. Greene. 
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OFFICIALS JOIN IN DISABILITY FORUM 








(CONTINUED FROM PAGE 3) 


date benefits back to time of disability, 
some only in insanity cases and tuber- 
culosis. But as all life ends in death 
why is not the last illness, regardless 
of its nature, a permanent disability? 
Even after disability insurance has been 
to some extent standardized, success in 
practice will require long observation, 
analysis and the creation of a workable 
code of home office rules subject to 
continual revision as conditions change. 
But you cannot change your rates under 
non-cancellable existing contracts. The 
committee of statistics of the bureau 
of Personal Accident & Health Under- 
writers recently recommended premiums 
based on an adjustment of the Man- 
chester Unity experience but said with 
reference to non-cancellable disability 
benefits that ‘the probable future of 
the business is too uncertain to justify 
other than a conservative underwriting 
program.’ 

“In dealing with a vaguely defined 
contingency such as disability, which 
is to a large extent a state of mind and 
dependent on the edicts of ‘the invis- 
ible empire’ that lies behind the eyes, 





the privilege of cancellation would seem 
to be essential to the construction of 
satisfactory rates. How can accurate 
rates be computed for a contingency 
that at a certain time of life or under 
many common enough circumstances 
will exist or not exist according to the 
will of the insured alone? How many 
impaired but not necessarily disabled 
persons will, as the limiting age ap- 
proaches, decide that they are then to- 
tally and permanently disabled under 
their contracts, to whom the idea of 
disability would not otherwise occur? 
How should such subjective disabilities 
be determined? 

“In more direct answer to your ques- 
tions I would say that I think it im- 
possible to do this kind of insurance 
within the limits of any conceivable 
written contract and that a mutual life 
insurance company has no right to go 
beyond its contract. I believe that the 
life companies will be forced by field 
influence to go beyond their existing 
rates in extending benefits and passing 
on claims and that the disability and 
double indemnity contracts now in force 





will in the aggregate be performed at 
a loss. I think the adjustment of claims 
will not have an adverse effect on 
agency work because the strong life 
companies will stand a money loss 
rather than modify an over liberal prac- 
tice in passing on claims.” 


Boissard of National 
Guardian Gives Views 


George A. Boissard, president Na- 
tional Guardian Life of Madison, Wis., 
is thoroughly opposed to the disability 
provision. His views follow: 

“The so-called total and permanent 
disability clause will have to be dropped 
from life insurance contracts ‘or life in- 
surance will become too expensive for 
normal, healthy, honest citizens to 
carry. : 

“Disability income was entered into 
from motives of sales promotion en- 
tirely and the consequences are what 
could reasonably be expected. The 
singular thing is that those racers for 
business, whom the late Jacob L. 
Greene warned against the disasters 
which followed the deferred dividend 
spree, were the most zealous in promot- 
ing, pushing and liberalizing the so- 
called disability income feature to its 
present uncomfortable status. 

“There was never any public demand 
for disability income attachment to life 
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The Great Southern pays a liberal 
and EXCEPTION- 
ALLY LARGE RENEWAL 
COMMISSIONS. 

Each agent’s contract is made di- 
rect with the Company. 


All contracts between the agents 
and the Company are on a uniform 
basis. Thus, each Great Southern 
agent operates under identical re- 
lationship with the home office. 


Rates as low if not lower than 


A well and favorably known Com- 


An Unusual Opportunity for 
Experienced Insurance Salesmen 


The Great Southern Life Insurance Company has just recently 
been licensed to operate in Kentucky and Illinois. 
several GOOD men to cover this new territory. 


For those who are capable, experienced, and willing to work, 
here is a fine opportunity to greatly increase your income. 
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Insures lives from age one day old 


Accepts business on annual, semi- 
annual and quarterly plan. 

Ranks seventh in capital stock size 
in the United States. 

Has a line of child’s policies that 
carry a disability feature on the 


Delivers its policies within week 
after application is received in the 
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insurance policies and as the feature is 
becoming better understood, few nor- 
mal, healthy, honest men desire it in 
their policy contracts.” 


Indiana President Has 
a Change of Sentiment 


The following communication is from 
the prominent president of an Indiana 
company, who formerly favored the in- 
come disability provision but is now 
committed to the waiver of premium 
plan: 

“Formerly I was a rather enthusias- 
tic advocate of total and permanent 
disability provisions but I have changed 
my mind. 

“I do not now believe that there 
should be in life insurance contracts a 
ogee for the payment of sick bene- 

ts. 

“This provision today is one of the 
most abused provisions ever incorpo- 
rated into a life insurance policy and 
companies are being compelled both 
by law and by the unfair attitude of 
policyholders, whether this spirit of un- 
fairness is conscious or otherwise, to 
pay out millions of dollars not a penny 
of which comes fairly within the provi- 
sion of the contract. 

“IT am in favor of a provision that 
will waive the premium in the case of 
total and permanent disability so that 
the insurance may be preserved for the 
benefit of the family of the insured but 
I believe that life insurance every- 
where would be benefited by the elimi- 
nation of the monthly payment of dis- 
ability benefits.” 


Necessary Evil Head of 
an Ohio Company Says 


The president of an Ohio company 
believes that disability is now a neces- 
sary evil and must be continued in some 
form. He says: 

“The company never desired to enter 
the income disability field, and we did 
so only when the competition of other 
companies, and particularly the larger 
companies, forced us to do so. I feel 
at this time that the life companies 
should never have entered the income 
disability field, but I am somewhat im- 
pressed by the feeling that the com- 
panies as a whole have permitted their 
agents to create a demand for this bene- 
fit, and I feel that we should, if possible, 
find a basis upon which to continue it, 
if this can be done with safety. 

“Inasmuch as the larger companies— 
those which really are responsible for 
the present situation—are now debating 
how they shall get out of the difficulties 
into which they have gotten, I prefer to 
await their decision before I reach a 
conclusion.” 


H. W. Allen to Retire 


The Mutual Benefit has announced 
the resignation of H. W. Allen as gen- 
eral agent at Wichita, Kans. Mr. Allen 
has been in failing health for some time 
and wished to be relieved of the respon- 
sibilities of management but will con- 
tinue with the agency as a personal pro- 
ducer. Mr. Allen joined the company in 
1903 and has been general agent at 
Wichita since 1907. C. I. Smith of the 
home office agency staff will be in 
charge of the business at the Wichita 
office pending the appointment of a suc- 
cessor. 


Will Observe Silver Anniversary 


The Ohio State Life is preparing to 
observe its silver anniversary. The 
company issued its first policy July 25, 
1906. It now has more than 40,000 
policies with more than $83,000,000 in- 
surance in force. President John M. 
Sarver has set $100,000,000 as the goal 
for 1931. President Sarver, U. S. 
Brandt, vice-president and counsel, and 
C. E. Schilling, vice-president and med- 
ical director, have been with the com- 
pany since its start. C. W. Halfhill 
and D. F. Shafer, other old timers with 
the company, are members of the board, 
Mr. Shafer having been the pioneer of 
the field force. 
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_ LIFE COMPANY CONVENTIONS | 











John Hancock Regional Meet 





Stimmel Dissipates Idea of Long-Lived 
Depression at Columbus Gathering 
—Jaqua in Sales Talk 





W. S. Stimmel, Pittsburgh general 
agent for the John Hancock, dissipated 
the idea that hard times are destined 
to continue for many years when, at 
the regional meeting of his company in 
Columbus, O., he quoted from eight 
professional economists, who, in 1921, 
predicted that ten years would be re- 
quired for the country to recover from 
that depression. Yet most of the ten 
years following 1921 were the most 
prosperous in the history of the United 
States, he pointed out. “If we base 
our guess as to the future on what has 
happened in the past,” he said, “both 
with this company and this country, 
then I see nothing but hope and great 
progress ahead.” 

The Columbus gathering was the 
first regional meeting ever held by the 
John Hancock and officials are watch- 
ing results carefully to decide whether 
to continue sessions of this kind. The 
agencies represented included those 
from Nashville, Louisville, Cincinnati, 
Dayton, Columbus, Cleveland, Pitts- 
burgh, Charleston and Huntington. 
R. W. Hoyer, Columbus general agent, 
who presided at the first session, 
pointed out that the insurance in force 
in the agencies represented would in 
itself make the company rank fiftieth in 
size in this country. 


Jaqua Gives Sales Talk 


A. R. Jaqua, associate editor of “The 
Diamond Life Bulletins,” published by 
THe NATIONAL UNDERWRITER, gave a 
sales talk based upon the philosophy of 
life insurance as an investment as 
treated in “The Diamond Life Bulle- 
tins” and “The Essentials of Life Un- 
derwriting.” Mr. Jaqua asked his audi- 
ence to name their favorite investment 
and then proceeded to compare bonds, 
real estate and life insurance as to what 
they would do for the man earning be- 
tween $1,500 and $15,000 per year. 

Mr. Jaqua demonstrated that not 
only would life insurance return a 
larger income than any other property 
at the time that a man most needs an 
income, but that, in fact, it is the only 
property which the man of average 
means can purchase, which will imme- 
diately furnish sufficient income to 
maintain the standard of living for him- 
self and his family in the case of dis- 
ability or death, that life insurance is 
the best means of building up an emer- 
gency fund for use during unemploy- 
ment or loss of business and that it 
has very superior advantages as a re- 
tirement fund. 

Other speakers were Elmer Weimer, 
Columbus; Robert Myers, Dayton; W. 
B. Ackerman, Cincinnati; George Ad- 
sit, field supervisor, John Hancock; 
Henry Wischmeyer, Cleveland; T. W. 
Callihan, manager general agencies; 
A. R. Rucks, Nashville; Henry Stout, 
Dayton; Harry Wood, Columbus, and 
Harry Pressler, Cincinnati. 


North American Convention 


The North American Life will hold 
the annual meeting of its $100,000 and 
$200,000 agency clubs July 14-16 at Big- 
win Inn, Land-o-Lakes, Ontario. There 
will be around 150 present. The annual 
banquet will be held July 16. A number 
of home office men will attend, includ- 
ing President E. S. Ashbrook, ~Vice- 
Presidents Paul McNamara and H. O. 
Kramer; T. E. Rooney, treasurer; C. B. 
Bruce, medical director; and Freeman 
Alford, public relations director. 


Hugh D. Hart’s “Life Insurance as a 
Life Work” will stimulate you or that 
hew agent friend of yours. Order from 
The National Underwriter. $2.00. 





Big Turnout at United Rally 


President Hogan Heads Home Office 
Delegation at Convention of Chicago 
Company at Kalamazoo 








President O. T. Hogan and the entire 
executive staff of the United of Chi- 
cago were on hand for the company’s 
annual convention and outing in Kala- 
mazoo, Mich. Nearly 200 executives 
and field men were in attendance. There 
were two banquets, one at Gull Lake, 
and sport features, including a baseball 
game between the Detroit and Chicago 
representatives. Among the other home 
office executives were Secretary A. D. 
Johnson, H. G. Rockwood, vice-presi- 
dent in charge of life and commercial 
accident; G. B. Hiser, claim manager; 
E. G. Ellefson, agency supervssor, and 
H. P. Maloney, assistant to the presi- 
dent. 





Security Mutual Meeting 


MONTREAL, July 9.—The Security 
Mutual Life’s three-day convention 
opened here Thursday. The first day’s 
session was devoted to a discussion of 
problems facing the companies such as 
suicides, policy loans and the disability 
question. President D. S. Dickenson 
was the principal speaker at the opening 
session. 





Guaranty Agents Meet 


HOLLAND, MICH., July 9.—The 
annual convention of the Guaranty Life 
of Iowa was held here last week at- 
tended by general and state agents from 
12 states. J. E. Walker, Lansing, Mich- 
igan manager, was host and toastmaster 
at the annual banquet. President L. J. 
Dougherty and Dr. Roy B. Deere, Lan- 
sing, were the main speakers. 





Western Mutual Men Meet 


In celebration of achieving their goal 
of writing $250,000 insurance the last 30 
days, agents of the Western Mutual Life 
held a two-day business session in 
Fargo, N. D., leaving at noon Saturday 
for an outing on Big Pine lake. 

Company officials outlined new poli- 
cies offered since its formation May 4 
by the merging of Midwest Mutual Life 
and the Western Mutual Life into the 
combined company operating under the 
Western Mutual name. 


A. B. Banks Sentenced 


A. B. Banks, former president of the 
Home companies of Arkansas, was con- 
victed and sentenced to one year in the 
penitentiary, following trial in circuit 
court at Little Rock on an indictment 
which alleged assent to acceptance of 
deposits after the American Exchange 
Trust Co., of which he was president, 
became insolvent. An appeal to the 
Arkansas supreme court will be sought. 


Koch Made President 


William Koch, executive vice-presi- 
dent of the National Life of Des 
Moines, was elected president at a 
meeting of directors Tuesday. He suc- 
ceeds the late Judge J. P. Hewitt, who 
died recently after a long illness, dur- 
ing which Mr. Koch was acting head of 
the company. 

The new president has been in the 
insurance field more than 20 years, hav- 
ing been with the Royal Union Life be- 
fore joining the National Life. 


New Mexico’s Only Company 


The Santa Fe National Life of Santa 
Fe, N. M., has been chartered with 
an authorized capital of $250,000. It 
is the only domestic life insurance com- 
pany in that state. 
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...the people don't like to be fooled. 
Wild promises ... promises that can 
never be fulfilled... have always led 


to misery and regrets. 


In the life insurance field the Mid- 
land Mutual has a reputation for 
integrity and fair dealing. Nothing 
is ever promised that can not be 
fulfilled. The Midland plan of man- 
agement and selling is conservative 
but progressive. It gives an agent 
unlimited cooperation and helps him 


build a successful business. 
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LIFE INSURANCE 
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“Its Performances Exceed Its Promises” 


Assets, $20,000,000 
Insurance in Force, $112,000,000 
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Research Bureau’s Guidebook Gives 
Property. Conception to Beginner 


A life insurance policy which prom- 
ises to furnish money or pay an income 
at a certain time upon the happening 
of certain events is property—just as 
much’so as the other modern types of 
property, stock certificates, bank books, 
bonds, trust agreements. 

Although property was formerly valu- 
able only for what it would do, it 
usually represented something tangible 
and visible, as a firm, a store or a fac- 
tory. Today property may be repre- 
sented by contracts or certificates is- 
sued by a financial institution in which 
it agrees to fulfill specific financial ob- 
ligations when these need to be accom- 
plished. Creating an appreciation for 
good property and showing people how 
it may be accumulated by means of life 
insurance is the job of today’s life in- 
surance salesman. 


Guidebook Defines What 
Makes Good Property 


These and other angles of the rela- 
tion of life insurance property to human 
problems are a part of the presentation 


of this subject in the “Guidebook to 
Early Production,” the preliminary 
training course recently published by 
the Life Insurance Sales Research Bu- 
reau. 

“To suit most men, good property 
must be purchasable by installment pay- 
ments,” the Guidebook sets out. “It 


must not require the outlay of large 
sums of 


money at one time. The time 


| 





and place of making deposits must suit 
the circumstances and convenience of 
the purchaser. Arrangements must be 
made which will insure the continuance 
of the plan. Unless he is urged regu- 
larly to make his deposits, the purchaser 
may neglect his plan, due to temporary 
financial embarrassments. Property will 
not solve the problem of saving money 
if it requires much care or attention. 
Most men find that their work keeps 
them fully occupied. For this reason, 
property which causes worry or much 
loss of time is not good property. 

“Any form of property which is being 
acquired by gradual accumulation, must 
provide for the contingencies of life. 
However valuable any property may be 
otherwise, if the purchaser dies or be- 
comes totally disabled and leaves it only 
partly paid for, his plans may, on ac- 
count of these disasters, crash and leave 
his family in poverty and distress. 

“Good property must provide ade- 
quately for all of the probable contin- 
gencies of life.” 


Test Is How It Solves 


the Human Problems 
“It becomes apparent from the bu- 
reau presentation that under modern 


| conditions the word property takes on a 


new significance. It can no longer be 
used only to describe visible and tang- 
ible assets. Its value can no longer be 
measured only in dollars and cents. 
Property must now be measured in 
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terms of how successfully it will solve 
human problems. 

“Jones has a bond with a cash value 
of $1,000. Smith has a life insurance 
policy with a cash value of $800. Which 
is the more valuable property? 

“Both men die. Jones’ family has 
$1,000. Smith’s family has $10,000. 
Which is the more valuable property 
now? 

“Both men become totally disabled. 
Jones loses his income, sells his bond, 
spends the money, and has nothing. 
Smith receives $100 a month income as 
long as the disability continues, and his 
policy increases in value year by year. 
Five years later, for example, it is worth 
$2,000. Which is the more valuable 
property now? 


Status of the Two Men 
Compared After Ten Years 


“Both men live. Jones has no plan 
of savings. He tries to save $1,000 for 
another bond, but due to the lack of a 
definite plan he does not succeed. He 
spends the interest from his first bond 
Ten years later he still has a $1,000 
bond. Smith has a plan of saving which 
is practical and within his means. Ten 
years later his insurance policy is worth 


$3,300. Which is the more valuable 
property now? 
“Both men live, enjoy good health, 


and both save money. Jones invests his 
next $1,000 of savings in a poor bond 


He loses part of his principal and all 
of his interest and has $1,500. Smith 
has $3,300 safely invested. Which is 


the more valuable property now? 
“A life insurance policy provides a 


constantly incieasing reserve fund 
which is available for serious emer- 
gencies. It provides money for tem- 
porary purposes. 

“It provides collateral and it en- 


hances credit 
“Life insurance provides an excellent 
way to save money. The deposits can 





be suited to the means and the con- 
venience of the depositor. The life in- 
surance salesman persuades the pur- 
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chaser to inaugurate his plan, and the 
salesman and the company will urge 
its continuance. There is introduced an 
element of mild compulsion’ which 
causes life insurance savings plans to be 
continued when all other plans may fail. 

“The only unusual qualifications ne- 
cessary before life insurance can be 
purchased, are health and character. 
This serves to add to the value of the 
property once it is purchased. No other 
form of property will enable a person 
to include the very important assets of 
health and earning ability among his 
tangible possessions 


“Life insurance provides adequately 
for the contingencies of life It does 
this cooperatively and places a small 


charge upon those who live and enjoy 
good health to provide benefits for those 


who die or become totally disabled. No 
other form of property includes this 
very essential benefit. 


“Life insurance property will enable 


|} us to accomplish all of our reasonable 
purposes and ambitions It provides 
adequate solutions for our immediate 





WESTERN AND SOUTHERN LIFE 
INSURANCE COMPANY 


CHARLES F. WILLIAMS, President 


CINCINNATI 


ONE OF AMERICA’S LARGEST 
LIFE INSURANCE COMPANIES 


and our eventual problems. Life insur- 
ance property is good property to own 
and it is also good property to sell.” 


New York Life Campaign 
Is Stimulating Production 


NEW YORK, July 9 
on business paid for by 
of the New York Life in its two-month 
campaign in honor of President T. A. 
Buckner and Chairman D. P. Kingsley 
indicate a bigger business in May and 
June than the corresponding months of 
last year in spite of the huge volume 
last year on account of the change in 
disability provisions and rates July 1 
Paid business in June was larger than 
any month so far this year. Written 
business amounted to about $180,000,000 
for May and June of this year. The 
campaign was from May 4 to July 6 
and complete figures are not yet avail- 
able. 


-—_ 
Early figures 
the field forces 
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‘Should Have Definite Program 


PRESIDENT ARTHUR F, HALt of the LIn- 
coLN NATIONAL LIFE in a message to his 
agents gives some sound advice in these 
days of uncertainty and constant change. 
For instance, Mr. HALL encourages every- 
one to plan ahead. In spite of the fact 
that no one can predict what the morrow 
will bring, he feels that a regular program 
should be laid out so that a person can 
have a regular and definite path to follow. 

For example, President Hatt said that 
his company realized that an addition to 
its home office building would be needed in 
spite of hard times. It was necessary, 
therefore, to go ahead with the building of 
an addition. The company did not wait for 
a return of normal times. It realized that 
more space would be required and so 
went ahead with the project. President 
HALL does not lose faith in the man of 
courage and industry, who is working in- 
telligently, realizing that in time the days 
will be brighter. He feels that there will 
be ample reward for men of earnestness, 
ambition and application. In commenting 


on this angle of the present situation, 
President Hatt said: 

“The present level of stock market prices 
does not greatly concern the man who has 
sound securities in his strong box, who 
bought them conservatively for income, and 
who is holding them indefinitely. The 
present cycle of business conditions is not 
an undue worry to the business-man stu- 
dent who knows the laws of action and re- 
action in economics, and who has seen 
many ups and downs in years gone by. 
The immediate present never worries the 
man who is accustomed to take the five- 
year look ahead, and to plan and work con- 
sistently for the future. 

“Wise men build their plans, not for 
today alone, but for many years to come. 
Wise salesmen, likewise, make their plans 
with many years of selling in mind. When 
slow seasons come they are not greatly 
disturbed, but they redouble their efforts, 
knowing full well that, as surely as day 
follows night, prosperous times will come 


-again.” 


Savings Feature in Life Insurance 


INASMUCH as a number of banks are 
reducing interest on savings accounts 
life insurance men are bringing to the 
attention of people having money to de- 
posit the desirability of using life insur- 
ance as a savings plan rather than mak- 
ing deposits in a bank. Some banks 
have been guaranteeing 4 percent and 


others 3% percent. Usually the reduc- 
tion is one-half percent. In many of 
the large cities notices have gone out 
to the effect that reductions in the 
maximum amount of interest must be 
made. Life insurance comes forward 
with even greater force as a savings 
plan. 


Pensioners Constitute Drain 


IN CONNECTION with the discussion over 
the future of the disability clause in life 
insurance policies, it is a question just 
how far increased rates will solve the 
problem. Many companies are losing 
money on their disability cover. When 


one analyzes the disability cases that are 
really causing a drain on the exchequer 
he finds that the most serious demands 
come from what might be called pen- 
sioners, that 


is, permanently disabled 


policyholders who are drawing benefits 
during their lifetime and to all appear- 
ances are not near the end of the jour- 
ney. 

A man’s business concern would prob- 
ably not give him a contract for life 
carrying out a specific salary. Yet that 
is what disability does. It guarantees 
the pension for life regardless of how 
long the policyholder live, both during 
his active earning days and later. 








Preston Wright, well known Cincin- 
nati agent for the Mutual Benefit, was 
operated on last week for appendicitis. 
It was very unexpected, as he was at 
work as usual on Thursday and was 
taken to the hospital Thursday night. 


I. S. Segall of Dallas received an un- 
expected reward for his work in May 
as an agent of the Southland Life, when 
he was presented an entire outfit of 
clothing. All the clothes given Mr. 
Segall were made in Texas and were 
the gift of Col. W. E. Talbot, agency 
director, whose plan for using more cot- 
ton to take up the excess on hand is 
being adopted over the entire south. 


H. W. Noble, general agent of the 
New England Mutual Life for the 
South Platte section of Nebraska, has 
ae ¥ reelected president of the Lincoln 

. C. A. for his fifth term. 

T. W. Greer, Jr., agent at Chase City, 
Va., for the Atlantic Life, believes in 
letting people know that he is in the 
life insurance business. Billboard ad- 
vertising is one method he uses to put 
over the idea. Another is having 
booths at county fairs. In the four 
years he has been with the Atlantic, he 
has paid for 715 policies for $1,037,287, 
an average of approximately $260,000 a 
year. He has himself, his wife and 
three boys all insured in the Atlantic. 

C. F. Coffin, president State Life of 
Indianapolis, has been elected president 
of the Indiana division of the Civil 
Legion. The legion is the permanent 
organization of persons who served in 
wartime work outside the army, navy 
or marine corps. Mr. Coffin was head 
of the Indiana war fund drive to secure 
money for the Red Cross and when the 
state was the first to go over the top 
received personal commendation from 
President Wilson. 


Commissioner J. C. Kidd of Indiana 
has word from his son, George, that he 
is now established at Grenoble, France, 
where he will spend the remainder of 
the summer studying French. He will 
enter the University of Paris this fall 
and for two years will study foreign re- 
lations. He is a graduate of Indiana 
University, where he received his bache- 
lor and master degrees. He is special- 
izing in journalism. 


H. G. Walton, actuary of the Indiana 
insurance department, was injured in an 
automobile accident while spending the 
Fourth of July at his parents’ home in 
Gambria, O. He expected to be able 
to return to the office about the middle 
of this week. 


J. M. Garland, for more than 40 years 
in life insurance work at Springfield, 
Ill., died last week at the age of 95. 
Death followed complications resulting 
from old age and a fractured hip, in- 
curred last November. He was dis- 
trict manager for the New York Life 
for 12 years, joining the Franklin Life 
as general agent in 1899 and continu- 
ing that association 30 years. He had 





Ray Yenter in His New Job 
as a Company President 





Ray Yenter, who has just retired as 
insurance commissioner of Iowa, and 
also as chairman of the executive com- 
mittee of the National Convention of 
Insurance Commissioners, was formally 
elected president of the Federal Surety 
of Davenport last week and he has 
taken his new seat, looking ahead to- 
ward hard work but constructive achieve- 
ment. He is a lawyer, having prac- 
ticed law in Iowa City before becoming 
insurance commissioner. He is a colonel 
commanding the 113th cavalry of the 
Iowa National Guard. 





New Chairman of the 
Executive Committee 

















DAN C. BONEY 


Commissioner Dan C. Boney of North 
Carolina, who becomes chairman of the 
executive committee of the National 
Convention of Insurance Commissioners, 
is a young man who has made a name 
for himself. He is a native of the state, 
having been born at Elkin, Dec. 6, 1895. 
He was educated at the University of 
North Carolina and practiced law for 
three years until 1925, when he became 
deputy commissioner, being appointed 
commissioner Nov. 15, 1927. He has a 
distinguished war record and is regarded 
as one of the foremost state officials of 
the day. 








served as mayor of Springfield and in 
the Illinois legislature. 


J. P. Graham, Jr., general agent in 
New York of the Aetna Life, has been 
elected president of the Riverside Asso- 
ciation, a civic organization of the resi- 
dents of Riverside, Conn. 


Dr. E. L. Fisk, 64, medical director of 
the Life Extension Institute, pioneer 
advocate of seriodic health examina- 
tions, and former medical director of the 
Provident Savings Life and the Postal 
Life, died unexpectedly July 5 at Dres- 
den, Germany. Death is believed to 
have resulted from acute apoplexy 
caused by nervous strain and overwork. 

Dr. Fisk’s first insurance connection 
was with the Equitable Life of New 
York in 1890. He was placed in charge 
of its western medical division in 1898. 
It was during the subsequent period that 
he became convinced through his study 
of thousands of examinations of the 
value of periodic health inspections. He 
later returned to New York to become 
director of the Provident Savings Life. 
When that company merged with the 
Postal Life in 1910 his activities were 
greatly expanded. 

The work of the Life Extension Insti- 
tute has come to be highly valued by 
life companies. 

Freeman Alford, manager of the Kan- 
sas City district of the North American 
Life of Chicago since 1920 and with the 
company about 14 years, has been ap- 
pointed director of public relations and 
has moved to Chicago. Mr. Alford re- 
ceived much of his training under Presi- 
dent E. S. Ashbrook of the North 
American when he was manager of the 
Kansas City agency. Mr. Alford has 
lived in Kansas City 23 years, formerly 
«igi been a resident of Lexington, 

oO. 
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Here’s 


Life Insurance 
In Action! 


HE Life Payments Localized Number of The National Underwriter enables you 

to show your prospects life insurance in action. It shows how over two billion 
dollars were paid out last year to policyholders and their beneficiaries by life insur- 
ance companies. 


The list of large death claims, headed by that of John T. Dorrance, who carried 
nearly $5,000,000 insurance, is bound to get your prospect’s interest. Then you can 
point out to him the box showing the financial structure of legal reserve life companies 
and put your finger on “Total Admitted Assets $20,000,000,000.” After you let that 
sink in turn the page and call attention to a few of the interesting sidelights on the 
claims paid last year which are applicable to his case. 


Makes Your Prospects Think! 


On another page you find a lovely picture of a happy old couple featuring in- 
come from life insurance in old age. Then there is the page showing life payments 
by cities and you point out yours and neighboring towns to your prospect. Another 
attractive picture on the next page shows a mother and her two children getting the 
monthly income check from her husband's life insurance. It will make your prospect 
think! 


A few pages more and you get to the individual claim payments listed geograph- 
ically. You turn to those for your town and find that the Banker, who died last year, 
left $15,000 in life insurance, and the Druggist, $12,000, and so on. That's life insur- 
ance in action. 


This is the one big special number issued by The National Underwriter each year 
that has a universal appeal. After all, life insurance companies are in the business, 
not to collect money, but to disburse it. From the standpoint of the public, what the 
life insurance companies are accomplishing is to be measured in the terms of money 
paid out to beneficiaries rather than in assets or insurance in force. The real story 
of life insurance is told in the amount of money disbursed where and when it is needed 
the most, and not in any other way. 


i Number 
Newspaper Publicity Valuable! 

The daily and weekly newspapers of the United States recognize the importance 1-49 COPIES 
of this material and use it conspicuously each year when we release it to them. We 75 cents each 
send a copy of this particular issue to 3,500 newspapers, most of which publish the facts 
relating to their own communities as interesting local news. They give full details, 50-99 COPIES 
and in most cases on the front page. The simultaneous publication of this informa- 50 cents each 
tion by the leading newspapers of the country is an annual news event, and is un- 
doubtedly of great value to agents in breaking down sales resistance. It gives the life 100-199 COPIES 
insurance business as a whole more valuable publicity than can be obtained in any 45 cents each 
other way. 

As a life insurance agent who will benefit through publication of this special num- 
ber, surely you will want extra copies to use as a canvassing aid and to show your 
prospects and policyholders. Not much time remains before this special edition goes to 
press. It may be hard to get copies later so be sure to reserve your copies now. Fill 
in and return the handy coupon. 

ssUgresEDEMOAEEEEDEIESSENOENDEND MAIL COUPON TODAY—~———————--— 


General Agents The National Underwriter, 































Prices for Copies 
Life Payments Localized 





Why not order extra copies of this special edition 
for your agency force? It will be an ideal time for 








them to follow wp the extensive newspaper publicity. 
Their prospects and policyholders will be vitally inter- 
ested to see+Life Insurance in action. 








175 W. Jackson Blvd., Chicago, III. 


Please send me ———————- copies of your 1931 “Life Payments 
Localized Number,” when published in July. I enclose $———— 
in payment. 
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to his goal. 


Independence Square 





HEROICALLY 
TRIUMPHANT 


There is similarity between the task under- 
taken by heroically triumphant Post and Gatty and 
that in which the underwriter is engaged. 


The life underwriter must move through the fog 
of hitherto unexperienced conditions. 
his science of navigation. 
selective prospecting, undeviating adherence to his 
course, increase in hours of work and the resultant 
increase in interviews, sharper skill in sales presen- 
tations, and keener alertness to avoid the negatives 
that prospects thrust across his path. He is his own 
pilot as well as navigator, and if, so employing his 
science of navigation, he drives on with hard and 
determined courage, he too will come triumphant 
Agency records of all companies are 
shiningly dotted with the names of underwriters 
who are more than conquerors of present conditions, 
and who, like Post and Gatty, have unquestioning 
faith in themselves and in the certainty of safe and 
successful homing. 


THE PENN MuTuAt LiFe INSURANCE Co. 


Yet he has 
It comprises ruthlessly 


PHILADELPHIA 


WM. A. LAW, President 
Founded 1847 






































Desirable terri- 
tory open in 
Ohio, Indiana 
and Kentucky. 


Dependable 


Writing all standard forms of participat- 
ing and non-participating insurance con- 
tracts. Liberal and profitable contracts 
offered dependable men who desire 
success. 

S. M. Cross, President 


COLUMBIA LIFE 


INSURANCE COMPANY 


Cincinnati, Ohio 












LIFE AGENCY CHANGES | 














H. W. Moore Sole Manager 


E. S. Clark Retires From Joint Super- 
vision of Mutual Life in 
Topeka 








NEW YORK, July 9—H. W. Moore 
will become sole manager of the Mu- 
tual Life of New York at Topeka, Kan., 
Aug. 1, succeeding the partnership of 
Clark & Moore. E. S. Clark, the sen- 
ior partner, will leave active service un- 
der the company’s retirement plan. Mr. 
Moore's territory will include 99 coun- 
ties in Kansas. 

Mr. Clark has been with the Mutual 
Life since 1900 and was made manager 
in Topeka in 1904, where he has been 
since that time except from 1917 to 1925 
when he was manager for the Mutual 
Life at Kansas City. He and Mr. 
Moore formed their partnership in 1929. 

Mr. Moore joined the Mutual Life in 
1924 after several years of experience in 
advertising and selling with the Inter- 
national Harvester Company. He was 
appointed superintendent of agents in 
the Mutual Life’s Omaha office and later 
was made agency organizer. 





Crowley, Marr Take Charge 





Two Men to Supervise Washington, D. 
C., Office of Penn Mutual Succeed- 
ing R. M. Waldron 





T. R. Crowley and J. A. Marr kave 
been appointed general agents at Wash- 
ington, D. C., for the Penn Mutual to 
succeed R. M. Waldron. 

Mr. Crowley entered life insurance 
with the Mutual Benefit in New York 
City in 1919. Later he joined the J. El- 
liott Hall agency of the Penn Mutual 
in New York City and then was called 
to the home office where he was en- 
gaged in agency development work. His 
home is in Washington. 

Mr. Marr goes to the Penn Mutual 
from the State Mutual where he has 
been associate general agent. He started 
with the State Mutual in 1917, first as 
special agent, later as general agent and 
then associate general agent. 





A. R. Madison 


A. R. Madison has been appointed In- 
dianapolis manager of the Acacia Mutual 
succeeding J. J. Davis, who recently re- 
signed. Mr. Madison has been connected 
with the Indianapolis agency for 10 
years. 


W. F. Grant 


W. F. Grant of Concord, N. H., gen- 
eral agent of the Aetna Life, is now 
taking charge of all of Vermont. The 
Rutland, Vt., agency continues under 
Mr. Grant’s supervision. C. H. Wins- 
low has resigned at Rutland and will be 
a salesman. Mr. Grant was formerly 
od the Aetna Life at Grand Rapids, 
Mich. 





Ohio State Life Appointments 


The Ohio State Life has appointed 
C. O. Warfel and E. B. Huddleson as 
general agents at Indianapolis and J. 
ae ae as general agent at Mun- 
cie, Ind. 





Life Agency Notes 


Wade Guenther, former publisher of 
the Sabula “Gazette,” has become gen- 
eral agent for the Cedar Rapids Life at 
Clinton, Ia. 

Irving I. Chase of Swanton has joined 
the Rutland agency of the National Life 
of Vermont as associate general agent. 
He has been connected with George 
Webster & Son, wholesale lumber com- 
pany at Swanton, Vt. He has carried 
a rate book for the Connecticut General. 





Finley Kansas City Manager 





North American Life Makes Two Mis- 
souri Changes Following Transfer 


of Alford to Home Office 





The North American Life of Chicago 
has made two changes in Missouri con- 
sequent upon the appointment of Man- 
ager Freeman Alford of Kansas City, 
Mo., district as director of public rela- 
tions at the home office. E. S. Finley, 
resident manager of the southeastern 
Missouri district at Moberly for several 
years, succeeds Mr. Alford at the head 
of the Kansas City district. He has 
been with the company 14 years, for- 
merly having been a sports writer for 
the Kansas City “Star.” He left the 
newspaper to become an agent under 
President E. S. Ashbrook, when the lat- 
ter was manager of the Kansas City 
district. Mr. Finley as an agent was a 
leading producer of the company and 
several years ago was president of the 
$200,000 Club. 

H. A. Vail, an agent for two years 
under Mr. Finley at Moberly, has been 
appointed manager there. : 





C. L. Steed, E. B. Wolfe, D. Fusco 


The Western & Southern Life an- 
nounces the appointments of three dis- 
trict superintendents. C. L. Steed, for- 
merly of Coshocton, O., is now superin- 
tendent of the Cambridge, O., district. 
E. B. Wolfe, Washington, Pa., has been 
placed in charge of the Loraine, O., dis- 
trict succeeding P. E. Geis, who has 
been transferred to Mansfield. Daniel 
Fusco is now superintendent of the Cic- 
ero, IIL, office. 


Becomes Chairman of the Board 


W. E. McCandless retires as agency 
director of the Omaha Life and assumes 
the duties of chairman of the board. 





Northwestern Nationa! 
St. Louis General Agent 
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FRED D. STRUDELL 


Fred D. Strudell, who has had 20 
years’ experience as an actuary and 
sales executive, has been named general 
agent in St. Louis for the Northwestern 
National Life and has opened offices at 
1103-05 Arcade building, St. Louis. 

Mr. Strudell, who was formerly with 
the American Life Reinsurance of Dal- 
las, and later with the Inter-Southern 
Life, is one of the few actuaries who 
has also been successful in agency and 
sales department work. He has had an 
excellent business background. 
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Decision on the Estate Tax 





United States District Court Hands 
Down Ruling on Proceeds of 
Life Policies 





The proceeds of seven life policies is- 
sued prior to the effective date of the 
revenue act of 1918, wherein the right 
had not been reserved by the insured to 
change the beneficiary, should not be in- 
cluded in the gross estate of the insured 
who died March 27, 1925, and are not 
taxable under the provisions of sections 
302(g) and (h) of the revenue act of 
1924. 

This was the holding of the United 
States district court for the Middle Dis- 
trict of Pennsylvania in Anthracite 
Trust Co. et al., executors vs. Phillips. 

The proceeds of eight other policies 
held by the deceased in which he had 
reserved the right to change the bene- 
ficiary were held to be part of the gross 
estate and taxable under the authority 
of the case of Heiner vs. Grandin, 44 
Fed. (2d) 141, in which it was ruled 
that insurance policies in which the in- 
sured reserved the right to change bene- 
ficiaries constituted part of the “gross 
estate” and were taxable although is- 
sued before the effective date of the 
1916 act. 

District Judge Albert L. Watson, who 
wrote the opinion, declared that in his 
opinion Congress did not intend by sub- 
division (h) of section 302 of the 1924 
act to make retroactive the second clause 
of subdivision (g), dealing with the pro- 
ceeds of insurance policies payable to 
beneficiaries other than the insured’s es- 
tate. 

Under this holding, Judge Watson 
said, the case would be decided under 
the authority of Lewellyn vs. Frick, 268 
U. S. 238, were it not for the rule of 
Heiner vs. Grandin, supra. 


Pennsylvania License Law 


The amended license law of Pennsyl- 
vania which takes effect Sept. 1 provides 





that where an agent has held for a con- 
tinuous period of five years a license to 
transact any class or kind of insurance 
for any company he shall be entitled to 
receive a license as agent for the same 
class or kind of insurance for any other 
kind of company without the necessity 
of submitting to an examination. 


Woods Agency Has Best Month 


June sales exceeded every previous 
month of this year in the Edward A. 
Woods Company, Pittsburgh, general 
agent of the Equitable Life of New 
York. The total regular life insurance, 
exclusive of group, was $4,379,484. The 
agency’s paid group insurance of $3,- 
459,378 for June greatly exceeded June 
of the previous year. 


Ey Speaks in Pittsburgh 


Dr. S. S. Huebner of the University 
of Sede Be educational advisor to 
the Massachusetts Mutual Life, ad- 
dressed more than 300 agents and their 
friends at an educational meeting in 
Pittsburgh Monday on “Life Insurance, 
the Great Emergency Safeguard.” He 
divided it into the following phases: 
(1) Investment emergencies, (2) busi- 
ness reverses, (3) credit emergencies, 
(4) old age emergencies, (5) liquida- 
tion emergencies at death, (6) post- 
mortem emergencies. The meeting was 
attended by general agents and repre- 
sentatives of other companies. 


Humphreys Back in Philadelphia 


Ralph Humphreys, who was formerly 
manager of the home office agency of 
the Penn Mutual some years ago, and 
later became assistant superintendent 
of agents, is now sales manager in the 
C. A. Duffield general agency of the 
John Hancock Mutual in Philadelphia. 
He went to New York City and for a 
while was an agent in the J. Elliott 
Hall office. 


The Continental Life of Missouri re- 
ports that its June written business 
showed an increase of 3.18 percent. 
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Qualification Law in Effect 


New Indiana Agents Required to Fill 
Out Questionnaire — Old Licenses 
Good to January 1 








INDIANAPOLIS, July 9.—The law 
requiring special qualification of life in- 
surance agents in Indiana is in effect 
and applications are being received from 
agents who wish to qualify. Agents who 
have been licensed prior to July 1 for 
the current year will not be required to 
comply with the new qualifications until 
their present authorizations expire Jan. 
1. According tp the new law agents are 
to be licensed each year as of March 1 
and the department will probably ask 
for a ruling from the attorney-general 
on how to bridge the gap of January and 
February not provided for in the law. 

Agents of Indiana companies pay $1 
license fee and agents of companies of 
other states pay $2. Non-resident agents 
pay $10. Applicants under the new law 
are required to answer a questionnaire 
regarding their business history and 
their knowledge of life insurance funda- 
mentals. 


Ohio Cities May Take Out 
Life Insurance on Employes 








Attorney General Bettman of Ohio 
holds that a municipality may lawfully 
expend funds to procure life or disability 





insurance for its officers and employes. 
There is no doubt, he says, that a 
municipality under its home rule powers, 
after having adopted a charter, may law- 
fully provide for the payment of pen- 
sions to employes other than those in 
the police and fire departments. Mr. 
Bettman also rules that a municipal 
corporation may, by force of its charter, 
provide group life or indemnity insur- 
ance for its officers or employes and 
pay the premium on such insurance, 
either in whole or in part, unless it is 
prohibited from so doing by its charter. 
The city may enter into an agreement 
with an insurance company whereby the 
company agrees to pay pensions to em- 
ployes of the municipality after such 
employes have reached a certain age or 
have become incapacitated. 


Company Officers Liable 


for Investment Violations 








MADISON, WIS., July 9.—The at- 
torney general has rendered an opinion 
that officers of an insurance carrier who 
have loaned its moneys in violation of 
the statutes limiting the character of in- 
vestments of such bonds are subject to 
criminal prosecution. The opinion was 
rendered at the request of Commissioner 
Freedy, who submitted a statement to 
the attorney-general to the effect that 
some of the officers of a fraternal were 
also officers in a bank. After the bank 
had suspended it was found that the fra- 
ternal officials had continued the deposit 








nlimited Opportunities 


You will like our liberal first-year and 
renewal commission contract direct 
with the home office. It gives you 
the right to self men, women, and 
children real protection on a low- 
cost participating or non-participat- 
ing basis. 


Just glance over this list: 


Family Income Monthly Premium Age Limits: 


Policies Policies for Women |! Day to 65 Years 
Participating Child's Educational a Life 
Non-Participating — Juvenile Policies Low Cost Term 
Sub-Standard Double Indemnity 


6°, Guaranteed 
Income 
Life Income 


Disability Income 
Premium Waiver 
Retirement Income 


Preferred Risk 
Pay-Roll Deduction 


ASK FOR FURTHER INFORMATION 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE, President 


Greensboro, North Carolina 





Home Office 


MORE THAN 370 MILLIONS 


IN FORCE 








Connecticut General 
Family Income Plan 


This is not a separate policy but a set- 
tlement agreement applicable to any con- 
tract. It provides family living expenses 
not for a fixed number of years but until 
the youngest child is twenty years old 


and a life income for the wife thereafter. 


Call our local office for illustration or 


write. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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“Pulling Together” 





The entire organization of the Gem 
City Life, the men on the firing line 
as well as the agency minded execu- 
tives in the Home Office, has always 
had the reputation of “Pulling to- 
gether.” ... There has always been 
harmony and cooperation. . . . This 
“pulling together” has produced 
nearly ten times as much insurance 
in force today, as it had ten years 
ago. ... If you desire to get ahead 
by “pulling together” with us, write 
I. A. Morrissett, President, for com- 
plete information. 


Openings in 


Alabama, Florida, Ohio, Georgia, Tennessee, 
West Virginia, District of Columbia 





The Gem City Life 


INSURANCE COMPANY OF DAYTON, OHIO 
The Rapidly Growing Company 

















An UNUSUAL Contract 


will be offered to 


An UNUSUAL Man 


WHO 
—is a producer —needs no financ- 
—is, of course, ing 
honest —is seeking oppor- 


—has three years of —_—tunity 
experience —will WORK 


BUT 
WHO will accept Home Office help in the appointment of new 
Agents under him for whom he. will not be responsible meniey 
and yet on whom he will receive overwriting Commissions as hig 
as $4 per thousand and long time Renewals. 


THE COMPANY—is rated "A" by Best. Its rates for Insurance 


are extremely low 
(Age 35 Ordinary Life Net Cost 
irst year per thousand $17.85) 
It writes all latest forms—Participating only—including an im- 
proved Family Income form; also Juvenile 
Has over $135,000,000 in force. 


TERRITORY—The Company desires especially to develop Indiana, 
Illinois, North Carolina and Texas. 


ASSISTANCE—Experienced field men to help the man selected 
to build a real agency in which the Renewals are NON-FOR- 


FEITABLE. 
WE WANT 
AN 
UNUSUAL 
MAN 


—can organize 

—needs no drawing 
account or salary 

—needs no office 
expense 


UNLESS you have no present connection, or 
you have a real reason for leaving your 
present connection and are not at fault your- 
self, we are not interested. Write fully about 
yourself. We will not communicate with 
references until after interview. Write T-74, 
The National Underwriter. 




















of bonds in the bank and also loaned 
money on the bank’s stock to officers of 
the bank, after they must have known 
of its condition. 


Michigan’s Examining Power 


Is Increased By New Fund 





Michigan agents are pleased with the 
creation of the $5,000 revolving fund 
for the examination of out-of-state in- 
surance companies, which was set up 
by the legislature of that state. The fund 
may be spent for the purpose of paying 
such expenses of the department in- 
curred in connection with the examina- 
tion or other investigations of any in- 
surance companies as such insurance 
companies are obligated to reimburse 
the state and the per diem salary and ex- 
pense of such employes as are author- 
ized by the commissioner of insurance 
to examine foreign companies. All of 
these per diem salaries and expenses are 
to be paid out of the revolving fund 
upon the warrant of the auditor gen- 
eral, and all money paid by any com- 
panies for the purpose of reimbursing 
the state shall, when received by the 
state, be credited to the revolving fund 
and be reappropriated. . 

Michigan has been handicapped in the 
examination and investigation of foreign 
companies because every examiner of 
Michigan must be an examiner of that 
state. Senator Alex Cowan of Port 
Huron, who is a well known local agent 
in the state, and Representative James 
Wilson, Kalamazoo agent, took the 
leadership in getting the revolving fund 
put up. 





Approves License Provisions 


MADISON, WIS., July 9—Governor 
La Follette of Wisconsin has approved 
a bill providing that every stock life 
insurance company writing participat- 
ing business, when applying for a Wis- 
consin license, shall file with the insur- 
ance commissioner the amount of un- 
assigned surplus; the amount of the 
surplus or the interest or right therein 
belonging to the policyholders; the 
method of ascertainment and the action 
upon the part of the stockholders de- 
termining the rights of policyholders 
and stockholders. The law provides 
that such method of ascertaining shall 
not be changed so as to affect policies 
issued under it. 


Judd 50 Percent Ahead 


Robert A. Judd, manager Phoenix 
Mutual Life, Chicago, closed the first 
half of this year 50 percent ahead in 
premiums written as compared with the 
corresponding period of last year. Mr. 
Judd is conducting a well balanced 
agency organization of 24 men and re- 
ports that practically every agent with 
his agency is ahead for the year. This 
agency has rounded out four years un- 
der Mr. Judd’s management and has 
made a steady gain each year. 


Huebner in Cleveland 


Dr. S. S. Huebner of the University 
of Pennsylvania, educational advisor of 
the Massachusetts Mutual Life, was in 
Cleveland Tuesday and spoke on “Life 
Insurance as an Investment.” About 85 
representatives of the agency and 60 
guests were present. In the afternoon a 
round table discussion was held with 
Dr. Huebner answering questions. 


Life Department Expands 

The life department of Hodgkinson 
& Durfee, Chicago, under the manage- 
ment of “Dinty” Moore, has been in- 
stalled in newly equipped offices in 
A-1449 Insurance Exchange, adjoining 
the offices occupied by the agency. This 
department was opened under Mr. 
Moore’s management last December 
and is operating with 36 men under 
contract. It represents the Continental 
Assurance as general agents and leads 
all other Chicago agencies. The agency 
wrote more business in June than was 











allotted to it by the company as its 
quota for the entire year. 

Mr. Moore has a background of 20 
years in the life insurance business, 17 
of which were spent as a personal pro- 
ducer for the Mutual Life of New York. 
Before joining the Hodgkinson & Dur- 
fee organization, he was supervisor of 
the life department of the Beard Agency, 
general agent of the Philadelphia Life. 





Code Revision Vetoed 


MADISON, WIS., July 9.—Because 
of reported efforts by interested persons 
to insert extraneous matter in revision 
of the insurance laws, Governor La Fol- 
lette has vetoed the code revision bill, 
which was the result of an interim com- 
mittee’s study. The bill as passed had 
been approved by all insurance interests, 
the Wisconsin department and the re- 
viser of statutes. 





Livingston to Address Agents 


Commissioner Livingston of Michigan 
is expected to address a gathering of 
Michigan representatives of the Western 
& Southern Life in Detroit the last of 
this week. President C. F. Williams and 
S. H. Smith, superintendent of agencies, 
are heading the delegation at the ses- 
sions, which are being attended by more 
than 300 members of the field force. 








Missouri Valley 
State News 














Ask Revocation of Licenses 





Compaint Filed With Nebraska De- 
partment Againt Three Agents 
—Rebating Charged 





LINCOLN, NEB., July 9.—Revoca- 
tion of the agents’ licenses issued to 
Ross Brown, F. R. Eaton and G. G. 
Withers is asked in a formal complaint 
filed with the Nebraska department by 
E. J. Phelps on behalf of the Nebraska 
Life Managers Association. A com- 
plaint charging rebating has been filed 
against the Old Line of Lincoln, which 
employed the three men. It is alleged 
that the agents have made it a gen- 
eral practice since the first of the year 
to offer to prospects the return of a 
part of the first year’s premium, thus 
making it less than as specified in the 
policy and discriminating between per- 
sons of equal life expectancy. Commis- 
sioner Herdman has continued the hear- 
ing to July 21. Four affidavits were 
filed, alleging various transactions in 
which offers to sell large policies for a 
nominal first year premium were made. 





Clark Names Examiners 


DES MOINES, July 9.—Commis- 
sioner Clark has announced his appoint- 
ments of examiners. The principal de- 
parture is the appointment of three men 
as actuaries in the life department. C. 
C. Kirkpatrick of Iowa City, actuary 
under former Commissioner Yenter, 
continues in charge of the life examina- 
tions. F. J. Hogan of Tiffin and Otto 
Gross of Lincoln, Neb., also are given 
the rank of actuary. The life examiners 
are Fred Wilbois, Harry Van Aken, N. 
H. Armstrong, Leon Greenberg and 
State Senator C. G. Cole. 

The fire and casualty examiners are 
J. L. Gillstrap, chief examiner; G. E. 
Perkins, H. P. Huxley, R. K. Franklin, 
S. C. Ragan, Wade English and C. R. 
Merrill. ° 





Mitchell Is South Dakota Native 


Donald E. Mitchell, who becomes 
general agent of the Penn Mutual at 
Fargo, N. D., has been supervisor 
in the agency of his brother, A. S. 
Mitchell, at Sioux Falls. Donald 
Mitchell is South Dakota born and 
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graduated at South Dakota State Col- 
lege. He started in the highway de- 
partment of his state and in 1920 joined 
the First National Bank of Brooking. 
He became a part time agent and 
finally got in the office of his brother. 

He succeeds D. M. Lynch, general 
agent at Fargo for many years, who re- 
signed recently on account of poor 
health. 





Sets Record in June 


The St. Louis agency of the Massa- 
chusetts Mutual Life, O. Fischer 
general agent, paid for $1,404,049 of new 
business in June, establishing a new 


record for amount of business written 
by the agency in any one month. In 
the first six months of 1931 the agency’s 
production was just a fraction behind 
the phenomenal first half of 1930. 


Holds School at Fargo 


Walter Cluff, educational director of 
the Kansas City Life, will conduct an 
intensive two-day school for men in 
the A. T. Lynner agency at Fargo, N. 
D., next week. 

*, Barr, vice-president in charge 
of agencies; J. A. Buddinger, actuary, 
and Dallas Alderman, agency secretary, 





will attend the meeting. 














IN THE SOUTH AND SOUTHWEST 














Burial Society Law Signed 





Alabama Places Strict Requirements on 
Operation of Funeral Organizations 
—Many Expected to Quit 





MONTGOMERY, ALA., July 9—A 
drastic bill, regulating burial and fu- 
neral companies has passed _ both 
branches of the legislature and has be- 
come a law upon the governor’s signa- 
ture. The requirements are so stringent 
that it is believed that the law will put 
many burial and funeral organizations 
out of business. 

The features of the act are: 

1. All burial or funeral companies are 
removed from the category of mutual 
aid associations and placed in a special 
class. 

2. Such companies before becoming 
licensed must have net solvent assets 
amounting to not less than $50,000; 
$10,000 of which must be in high grade 
bonds; the balance of $40,000 shall be 
in funeral supplies, furniture, fixtures, 
etc. 

Use American Experience Table 


3. The law provides that all contracts 
of such companies or associations shall 
be carefully valued by the actuary of 
the bureau of insurance; and that these 
associations shall have and maintain net 
solvent assets of accrued liabilities on 
outstanding contracts; the reserves on 
the contracts would be computed by the 
actuary of the bureau of insurance on 
the basis of the American experience 
table. No interest assumption is pro- 
vided. 

4. Such associations shall be required 
to own and maintain within 35 miles of 
where their contracts are written evéry- 
thing necessary for a complete and ade- 
quate funeral. 

5. The net solvent assets of $50,000 
required must be unencumbered. 

6. Associations failing to comply with 
the law shall be guilty of a misde- 
meanor, and upon conviction shall be 
fined not less than $100 nor more than 
$500. 

7. The bill, before passage, was 
amended to exclude fraternals having a 
lodge system and ritualistic form of 
work. 


Seaboard Life of Houston 
Gets Two Live Executives 





Jack Neil becomes agency director of 
the Seaboard Life of Houston and Mil- 
ton Underwood, sales promotion man- 
ager. Mr. Neil has been superintendent 
of agencies of the Peoples Life at 
Frankfort, Ind: He was formerly a 
newspaper man and then became a life 
insurance agent. He served the Na- 
tional Fidelity Life of Kansas City as 
superintendent of agents and then went 
to Frankfort to take a similar position 
with the Peoples Life. He formerly re- 
sided at Beaumont, Tex. 

Mr. Underwood got his schooling at 
Columbia University and then took his 
law course at Vanderbilt, graduating 
our years ago. He became connected 
with the Second National Bank at Hous- 


ton and developed into one of its lead- 
ing bond salesmen. ‘ 


Lamar Life Prize Winners 
in Anniversary Contest 





W. J. Inmon of Palestine, Tex., won 
the grand prize of a free trip to Ha- 
vana, given by the Lamar Life in its 
silver anniversary contest. The mem- 
bers of the Lamar Life “All-Star” club 
sail for Havana Aug. 5. 

E. W. Inmon of Pontotoc, Miss., a 
brother of the grand prize winner, took 
first prize of $50 in cash for Class I 
agents. The classes were selected ac- 
cording to the past production records. 
Other winners of first prizes were: Class 


II, W. W. Ford, Jackson, Miss.; Class 
III, J. A. Allen, Childress, Tex.; Class 
rv, =... «. Bush, New Hebron, Miss.; 


Class v & & Maples, 


Defeat Alabama Income Tax 


MONTGOMERY, ALA., July 9.— 
Fears that Alabama might enact an in- 
come tax law inimical to the interests 
of life insurance.companies were dis- 
pelled late last week when the senate, 
by a decisive vote, crushed Governor 
Miller’s measure submitting to the vot- 
ers of the state the question of adopting 
an income tax amendment to the con- 
stitution. The measure had been passed 
by the house by a comfortable margin. 


Kills Special Tax Bill 

MONTGOMERY, ALA., July 9— 
Life insurance companies felt consider- 
able relief late last week when the sen- 
ate committee on insurance and banking 
indefinitely postponed action on a bill 
placing a tax of 4 percent on the net 
incomes of national banks. The’ bill 
was so worded that the tax was not to 
be levied on banks unless competitive 
financial institutions would pay a like 
tax. This clause took in life insurance 
companies. A representative of the Life 
Presidents Association was here for 
some time in an effort to secure an 
exemption for the companies should the 
legislature decide to pass the bill. How- 
ever, this was not necessary as the 
measure has been practically consigned 
to the waste basket. 


Southland Life’s Record 


The Southland Life agents in June 
broke all production records since Octo- 
ber, 1929. The total volume for the 
month exceeded June, 1930, by $1,163,- 
846. The business was written in honor 
of Col.W.E. Talbot, agency manager. 
W. T. Gwaltny of Fort Worth and A. 
C. (Tex) Bayless of Houston were the 
leaders in volume, with Mr. Bayless and 
George Jordan of Forney leading in 
number of applications. 


Dimmitt, Tex. 











Progressive Life Record 


The recently organized Progressive 
Life of Atlanta, which opened its first 
branch office in that city about June 1, 
reports having written about $750,000 of 
industrial business during the first 





month. The production has been in 
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LISSEN, BILL, carrying a Load? 


You're in a Class by yourself if you’re not— 
In risky company, too, so Watch your Step! 
* * * * * * 





Responsibility is a Beautiful Thing for the 
man who accepts it gracefully— 

The man worth while seeks the Load—he wants to Support 
Something—wife, children, home, church, lodge, club, job, 
community welfare, not just one but all— 

He thrills to the opportunity to Get Out and Get Under and 
be a Booster—the Heavier his load Bears Down, the 
Steadier he Bears Up— 

He prizes Time and Opportunity, and puts a premium on Char- 
acter, Industry, and Achievement— 

7~ * ” * * aS 

There’s the Postman—one rarely hears of his Going Bad— 

He sticks to Business religiously—regular as a Clock— 

Bears up beautifully under whatever load is his— 

His income is Regular but Not Much to Talk About— 

Yes, every day is a Work Day for the Mail Man, and he gen- 
erally Sticks it out and Retires on a Pension— 

* * a * * * 


What a lesson for the Life Insurance Man! 
* ~ . * * * 


Want to do Something—get 
Somewhere—be Somebody? Hitch up to Life Insurance !— 
But if you can’t stay Hitched, and want to “skin” out of the 
Harness like Si’s Mule every time the Load becomes a trifle 
heavy, the Field’s no place for you—you want a Pasture— 
Want a profitable Load? Take the “Oslico” Road! 
* * * * * * 


THE OHIO STATE LIFE INSURANCE COMPANY 
Columbus, Ohio 


HEALTH 


Have you a definite aim in life? 





LIFE ACCIDENT 




















W. L. MOODY, JR. W. L. MOODY, Ill W. J. SHAW 
President Vice-President Secretary 
SHEARN MOODY J. B. MILLS 
Vice-President Asst. Vice President 


AMERICAN NATIONAL 
INSURANCE COMPANY 


HOME OFFICE: 
GALVESTON, TEXAS 


Assets $43,535,337.85 
Surplus 6,100,953.69 


We Have Openings for Live Men in 


Kansas Minnesota Texas 
Kentucky North Carolina West Virginia 
Michigan South Carolina 


Under Direct Home Office Contracts 


ORDINARY—INDUSTRIAL 
GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and Special Low 
Premium Plans Offering New and Attractive Features. 


If Interested Address 
AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 
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ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 


Opportunity 
Is with the Company That Is 
NOT TOO LARGE NOT TOO OLD 


NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 


WE HAVE THE TOOLS 


Partictpating and Non-Participating Policies—-Men and Women on Equal Terms—Total 
Disability and Double Indemnity 


Circularization Aids—Supervisor’s Help—Direct Contracts, Human 
Contracts and Special Producer’s Clubs 





Relations, Liberal 


— Soe teats s,07r"sh Agee Tors be Besta DAKOTA 
THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


Jay G. Sigmund—Vice-Pres. Agency Director 
COL. Cc. B. ROBBINS, Pres. - r: Cc. B. SVOBODA, Secy. 
CEDAR RAPIDS, IOWA 


Open t= 

















THE FORMULA OF SUCCESS 


L™® E INSURANCE can be explained in plain, everyday language. 
The facts can be simply stated. People need to be told about life 
insurance by one who knows life insurance and its adaptability. Sales- 
men of integrity, ability and courage who will work systematically and plainly state 
the facts of life insurance service will be Masters of their craft and successful. 


Tus Murtvat Lire or New York, with its long history of increasing success, 
opportunity. It writes Annuities and all Standard forms of life insurance. Disability 
and Double Indemnity Benefits. It has many practices to broaden and expedite service 
for Field Representatives and for Policyholders. 


engaging in life insurance field work as a career of broad 
ievement are invited to apply to 








Those contemplatin 
service and personal a 


The Mutual Life Insurance Company 


of New York 


New York, N. Y. 


GEORGE K. SARGENT 
and Vice-President and 
Agencies 


34 Nassau Street 
DAVID F. HOUSTON 
President 
Manager of 























THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 


PROTECTS THE ENTIRE FAMILY 


Home Life Agents are equipped to serve every need for protec- 
tion. Modern policies are issued on both Industrial and Ordinary 
plans from birth to Age 65 next birthday. The Home Life sales-kit 
means a whole family of potential policyholders back of every 
door-bell. 





= 
There Is a Home Life Policy for Every Purse and Purpose 
0 





OVER ONE HUNDRED MILLIONS IN FORCE 
INDEPENDENCE SQUARE PHILADELPHIA, PA. 
(INTERESTED IN REPLIES FROM PENNSYLVANIA AND 

















Il Il 
SERVICE LIFE 


INSURANCE COMPANY 


Exceedingly liberal contracts are 
offered to reputable and responsi- 
ble agents. An unusual agency 
proposition is extended in districts 
where the company is not now 
represented. 
For information write 
B. R. BAYS, President 
JOHN L. OESCHGER, 
Secretary-Treasurer 


Home Office: LINCOLN, NEBRASKA 
il il 



































charge of J. O. Huey, superintendent of | 
agents, who is directing the activities 
of 30 men. Oscar Venable is president. 
He is in the insurance and mortgage 
loan business and is executive vice-presi- 
dent of the Atlanta Mortgage Bankers 
Association. Vice-presidents are J. H. 
Byrley and T. L. Stokes. 


Partial Payment Extends Cover 


| 
| 


| double 


mium note already in default extends 


| the insurance notwithstanding the term 
| of the note, according to the Kentucky 


court of appeals in the case of Inter- 
Southern Life vs. J. C. Omer. The su- 
preme court, however, holds that the 
indemnity provision was not 
continued in force. 





J. H. Miller, Jr.. for five years district 























manager for southern ee ee my 
Tk rv | f th E itable Life o New York, 
FRANKFORT, ZY. July 9.—Ac- with hendenawtes® aa. Ghastaaen. hes 
ceptance of a partial payment on a pre-!| moved his office to Columbia. 
rm olding Company | Life, was elected vice-president, and 
Fo New H d 8 pany Ray Orth, Home Life, secretary. 


Portland Organization Is Authorized to 
Finance a Multiple Line 
Insurance Fleet 








The Empire Holding Corporation has 
been organized at Portland, Ore., with 
authorized capital of $5,000,000, to 
finance a group of insurance companies. 
It is authorized to sell $2,500,000 stock 
in Oregon and $1,000,000 in Washing- 
ton. The companies to be organized 
are Empire Life, Empire Fire, Empire 
Casualty and Empire Title Insurance 
Company. 

Officers are O. P. Coshow, president; 
H. H. Fetty, vice- president; . W. 
Clancy, secretary, and Dr. W. R. 
Adams, treasurer. ‘Among the insurance 
men in the group are A. A. Ferns, 
former Oregon special agent Sun Life; 
T. E. Rockwell; Sam A. Kozer, former 
Oregon commissioner; W. C. Hagerty, 
president Oregon Mutual Fire of Mc- 
Minville. Mr. Coshow is counsel for 
the Union States Life of Portland. 





Western Commissioners Meet 


The regional association of insurance 
commissioners of the western states is 
to have a meeting Sept. 13 in Portland, 
Ore., which is the day before the start 
of the annual meeting of the National 
Convention of Insurance Commissioners. 


Mooney Heads Managers’ Club 


D. E. Mooney, Peoria Life, is the 
new president of the General Agents 
& Managers Association of San Fran- 








cisco. W. R. Spinney, State Mutual 


Members of the executive committee 
are Alfred Matthews, Provident Mu- 
tual; H. V. Montgomery, Missouri State 
Life; N. J. Goldsmith, Equitable Life 
of New York; F. P. Ebertz, National 
Life, and R. L. Stephenson, Union Cen- 
tral Life. 





Porter in Twister Warning 


Commissioner Porter of Montana has 
issued a circular to policyholders warn- 
ing against twisters. He has advised 
all life insurance companies operating 
in the state that they may get copies 
of the circulars to send to their local 
policyholders. “I think the companies 
should help me rid the state of the 
twister,” he said. “It would be money 
well spent. I’m sure we can send him 
to the bone heap if we work together.” 


Carleton Heads Seattle Managers 


S. Berne Carleton is the new presi- 
dent of the Seattle Life Managers As- 
sociation. J. J. Patterson is vice-presi- 
dent and Joseph P. Mulder secretary- 
treasurer. The association now has 67 
members. 





Has Solid Western Territory 


With its entrance to the state of 
Washington the Capitol Life of Denver 
is now covering that entire section of 
the United States west of the Mississ- 
ippi river. Washington is to be divided 
into several districts with a general 
agent in each, according to Ann J 
Harris, agency secretary. District Super- 
visor A. Cartwright has gone to Seattle 
to complete agency arrangements. 
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Will Add to Its Premiums 


Washington National Gains $500,000 In- 
come Through Accident and Health 
Reinsurance Deal 








The Washington National of Chicago, 
which has reinsured the accident and 
health business of the American Na- 
tional of Galveston, will add $500,000 
to its premiums by this deal. While 
the Washington National business still 
consists largely of accident and health 
it is writing an increasing volume of 
life. It takes on a number of new 
agents through this reinsurance ar- 
rangement. S. W. Bowen, manager of 
the American National’s monthly depart- 
ment, will join the official ranks of the 
Washington National at Chicago. The 
Washington National in addition to its 
industrial business writes 
and group disability. It is making ex- 
cellent headway. 


U. S. Court Says Death From 
Typhoid Not Compensable 








The value of a disease exclusion clause 
in the accident policy, stressed by S. M. 
LaMont of the Metropolitan Life in his 
address before the Health and Accident 


commercial |- 





Underwriters Conference, is shown in 
the holding of the United States circuit 
court of appeals for the tenth circuit 
(Utah) that the Business Men’s Assur- 
ance is not liable under an accident and 
health policy for death caused by drink- 
ing water contaminated with typhoid 
bacilli. The case was Chase vs. Busi- 
ness Men’s Assurance. The policy cov- 
ered death resulting from “bodily injur- 
ies effected solely through accidental 
means,” and provided that it should not 
insure against death resulting from dis- 
ease. 

“Even,” the court declares, “if we as- 
sume that typhoid fever or a typhoid 
infection is a bodily injury, the policy, 
by express terms, provides that the ac- 
cident insurance shall not cover any in- 
jury caused directly or indirectly by any 
disease. Death resulting from typhoid 
fever is not within the coverage of this 
policy.” 


Construes “Accidentally Thrown” 


In construing a Federal Life accident 
policy, which provides indemnity if the 
assured is “accidentally thrown” from 
certain farm vehicles, the Michigan su- 
preme court in Steavens vs. Federal 
Life has held that a farmer who is 
jolted about two feet off his seat on a 
binder into the machine proper was 
“accidentally thrown.” The question of 
whether the farmer was thrown from 
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the binder is determined by the place 
from which he was thrown and not the 
place where, in the course of flight, he 
landed, the court held. 





New Denver Company Licensed 


DENVER, July 9—The State Re- 
serve Mutual, recently organized by offi- 
cials of the Colorado Life to write acci- 
dent and health business, has been 
licensed in Colorado. J. M. Campbell, 
president of the Colorado Life, will be 
chairman of the board; S. B. Lacy, pres- 
ident; W. H. W atlington, vice-presi- 
dent; R. G. Davis, secretary; D. I. Rob- 
ertson, assistant secretary, and Charles 
Mehlman, actuary. Rex Bixby, formerly 
with the Aetna Life in Arkansas and 
later agency supervisor of the Bankers 
Reserve, Omaha, is general manager. 

The State Reserve Mutual has bought 
the industrial health and accident busi- 
ness of the Guaranty Mutual and the 
-rogressive Mutual companies of this 
city. It will engage at once in an active 
sales program covering Colorado. 








NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, ete. Supplementing the “Unique Manual- 
Digest,” publi annually in May at $4.00 and the 
“Little Cem” published annually in April at $2.00. 























Maccabees’ New Income Form 





Pays $10 a Thousand Beginning at Age 
60 or 65 for Life or 10 Years 
Certain 





A new-life income certificate paying 
a monthly income of $10 a thousand at 
age 60 or 65 on the 20 pay or continuous 
pay basis has been issued by the Macca- 
bees. The income feature is payable 
for a period of 10 years certain and 
thereafter as long as the assured may 
live. 

In addition to the death benefit and 
the life income benefit the certificate 
offers as an optional settlement, one-half 
of the face amount payable in the event 
of total and permanent disability before 
age 60 or 65. It will pay the assured 


$200 per $1,000 face value without re- 
ducing the face amount in the event of 
accidental loss of hand, foot or eye be- 
fore age 60 or 65. 

Cash value on a $1,000 certificate at 
age 60 is $1,425 and at age 65, $1,275 

The certificates will be written in 
amounts of from $1,000 to $25,000. Rates 
at representative ages for continuous 
pay and 20-pay to age 60 and 65 follow: 








20 Pay 20 Pay 

Life Life Life Life 
Income Income Income Income 

Age at 60 at 60 at 65 at 65 
16 $32.90 $23.15 $28.90 $19.65 
20 36.4 26.60 31.20 22.00 
25 41.00 31.80 34.65 25.45 
30 47.40 38.75 39.30 30.70 
35 54.95 48.60 45.10 37.65 
40 64.30 64.30 562.15 46.95 
45 oe 91.05 62.15 62.15 
50 145.15 “a 87.25 
55 os oe 136.40 





National Fidelity Life 


The National Fidelity Life has brought 


out three G. I. A. forms—in juvenile 
ages, from 1 to 60 years Ordinary 
life only is not being issued below the 
age of 5 


The company has discontinued endow- 
ment at age 85 and has transferred all 
forms to become endowments at age 96, 
thereby effecting a reduction in pre- 
miums on all life forms (ordinary and 
limited pay). ° 





Guardian Life’s Action 


The Guardian Life has adopted a two- 
year incontestable clause. A new sched- 
ule of annuity rates has become effec- 
tive, the chief change being an increase 
in returns at the younger ages. The 
commissions on immediate life annuity 
have been changed to 3 percent. The 
Guardian Life is unique in that it ex- 
amines annuitants. The company an- 
nounces that single premium endow- 
ment policies will not hereafter be issued 
for shorter periods than 5 years. 





Bankers Union Life 


An average minimum dividend of 20 
percent has been declared by the Bank- 
ers Union Life of Denver on its 20-pay- 
ment coupon policies, effective when the 
second premium is paid. The company 
has been in business only a little more 
than six months. The increase of insur- 
ance in force the first six months of 
1931 was $692,500, bringing the total in 
force as of July 1, to $1,076,500. 





The Ohio State Life has increased the 
amount of insurance that may be writ- 
ten on a male or female juvenile risk 





on the selective risk plan to $2,000. 
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E. H. Hix in Gulfport Address 


Mutual Benefit Man Says Life Insurance 
Being Recognized as Best Method 
of Conserving Estates 








E. H. Hix of Jackson, Miss., general 
agent Mutual Benefit Life, addressed the 
Mississippi Coast Association at Gulf- 
port, emphasizing the growing apprecia- 
tion of life insurance as a method for 
conserving estates. 

“The conservation of estates is a pres- 
ent-day function and obligation of life 
insurance underwriting,” Mr. Hix said. 
“Whereas in years gone by the primary 
purpose of life insurance was the crea- 





tion of estates, it is now recognized that 
the perpetuation of such material re- 
sources as a permanent and dependable 
means of family income and sustenance, 
is a responsibility resting definitely on 
the competent and fully qualified life 
insurance underwriter. The disposition 
of insurance estates therefore through 
the agency of trust agreements adminis- 
tered by a corporate trustee is the most 
certain way in which to conserve _these 
values.” 

“The time is not far distant,” said 
Mr. Hix, “when a man in order to be 
permitted to act as a life insurance coun- 
sellor will be required to qualify as to 
his fitness for this service, just as is 
done in the legal and medical profes- 
sion. - 


with the far-reaching benefits in the pro- 
tection of families and the safeguarding 
of homes by life insurance and realizes 
that insurance is an essential factor in 
the welfare of people everywhere,” J. 
L. Berry, vice-president First National 
Bank of Gulfport, declared. F. E. Cot- 
trell, vice-president of the organization, 
presided. The next meeting of the as- 
sociation will be held the last week in 
July. 
sea 


Brown Is Named President 
Pacific Mutual Producer Heads Los 


Angeles Association — Roy Denny 
Gives Twisting Warning 








LOS ANGELES, July 9.—At the an- 
nual luncheon-meeting of the Life Un- 
derwriters Association of Los Angeles 
R. A. Brown, leading producer of the 
Pacific Mutual  Life’s home office 
agency, was elected president. Other 
officers elected were Sam McCurdy, 
New York Life agency director, first 
vice-president; R. R. Hays, Jr., Mutual 
Life of New York, Santa Ana, second 
vice-president, and J. F. Hackman, Lin- 
coln National Life, treasurer. Directors 
elected were: Percy MacNab, Phoenix 
Mutual Life; Roy Denny, Missouri State 
Life; H. G. Saul, John Hancock Mu- 
tual Life, and J. R. Mage, Northwest- 
ern Mutual Life. Holdover directors are: 

P. Hawkins, A. P. Chipron, Equit- 
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Making Conservation 
INTERESTING 
Publication of human-interest stories, visualizations, rec- 
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NO DEPRESSION 
for this man 


He sells something that everybody 
needs—the protection afforded by United 
Life policies which contain ALL IN 
ONE CONTRACT: 

LIFE INSURANCE WITH DOU- 
BLE AND TRIPLE INDEMNITY 
FOR ACCIDENTAL DEATH. 
NON-CANCELLABLE, NON-PRO- 
RATABLE WEEKLY ACCIDENT 
INDEMNITY. 

WAIVER OF PREMIUMS AND 
MONTHLY INCOME FOR TOTAL 
AND PERMANENT DISABILITY. 


In addition to attractive policy con- 
tracts in the form of ordinary life, lim- 
ited payment life, endowments, monthly 
income, educational endowments, and 
juvenile insurance he offers 


THE INCOME INDEMNITY CON- 
TRACT—THE NEVER FAILING 
steal > THE SALARY 


His advice to ambitious agents is 
this: Get in touch immediately wi 


UNITED LIFE AND ACCIDENT 
INSURANCE COMPANY 


Home Office: United Life Building 
CONCORD, NEW HAMPSHIRE 





$1,000 to $1,600 
Ordinary Life Insurance at An 


Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


ALL PREMIUMS 
RETURNED 


in addition to face of policy 
in event death before age 60 
FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 
Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


If you reside in Ohio, Illinois, Indiana, 
Kentucky, na, Pennsylvania, Tennes- 
see, West Virginia or the District of 
Columbia 


Write for Sample and Particulars 


Tate be enn of mang entgee exntrastp 
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Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 











Aetna Life, and F. C. Hathaway, Mu- 
tual Life of New York. 

President Denny presided at _ the 
meeting and discussed “Will Life Insur- 
ance Twisting Develop Life Insurance 
Racketeering?” He directed attention to 
the heavy increase in policy loans that 
is being experienced by all companies 
and the fact that the volume of such 
loans will doubtless increase rather than 
diminish during the coming fall and 
winter months. In connection with this 
he considered the situation with respect 
to the twisting of business of a char- 
acter so serious that it demands the 
close and careful attention of every life 
underwriter who is depending upon his 
renewals for an annuity for his old age. 
Also, he declared that new men should 
be properly educated in the matter of 
keeping their policyholders on the books 
and to make every effort to prevent 


lapsation. “Life insurance,” he said in 
conclusion, “will become a racket if life 
underwriters, individually and_ collec- 


tively, do not closely watch the busi- 
ness that is now in force.” 


Elect nae Possiient 
of St. Louis Association 





ST. LOUIS, July 9—Barney Nudel- 
man, Connecticut Mutual Life, has been 
elected president of the Life Under- 
writers Association of St. Louis to suc- 
ceed . Fischer, general agent 
Massachusetts Mutual Life. It is prob- 
able that Mr. Fischer will be named 
national executive committeeman from 
St. Louis. 

Other officers elected are: First vice- 
president, C. C. Otto, Mutual Benefit 
Life; second vice-president, H. A. 
Moores, National Life of Vermont; di- 
rector for one year, W. O. Andrews, 
Missouri State Life; two years, A. P. 
Shugg, Aetna Life; three years, J. C. 
Callahan, Metropolitan Life, and R. W. 
Fischer, Penn Mutual Life. 

The board will meet shortly to name 
the secretary and treasurer. It is prob- 
able that E. A. Pickel, Phoenix Mu- 
tual Life, will be renamed to the com- 
bined post. 


* * * 
Fort Wayne, Ind.—Hugh S. Jeffrey, 
Peoples Life of Frankfort, is the new 


president of the Fort Wayne association. 
Vice-president is Paul Sutter, New York 
Life; secretary, Robert Kroemer, Equita- 
ble Life of New York; treasurer, C. R. 
Zeddiss, Prudential. New members of 
the board are R. L. Solomon, K. V. 
Eckhart and J. L. Mueller. Hold-over 
members are W. E. Ejickhoff, A. W. 
Young and J. W. Haughton. 
* * * 

Montgomery, Ala.—At the July lunch- 
eon meeting of the Montgomery asso- 
ciation a telegraphic message to. Presi- 
dent Harry Bandy from F. S. Goldstandt 
of the New York City association asking 
endorsement of T. M. Riehle for presi- 
dent of the National association, was 


| read, but owing to the small attendance 


no action was taken. 

J. A. Williams read a paper on “As 
Others See Us.” No more meetings will 
be held until September. 

*x* * x 

Champaign County, Ill—The Cham- 
paign County association, at its annual 
meeting last week, elected F. D. Mur- 
phy, president; C. A. Atwood, vice-presi- 
dent, and N. P. Blanchard, reelected sec- 
retary-treasurer. Mr. Murphy succeeds 
Miss Martha E. Green. 

x * * 

Norfolk-Portsmouth, Va.—G. C. Out- 
land, district manager at Norfolk for the 
Mutual Life of New York, is the new 
president of the Norfolk-Portsmouth as- 
sociation, succeeding Washington Taylor, 
Equitable Life of New York. Other offi- 
cers are: W. H. Hudson, Connecticut 
General, first vice-president; M. B. Ames, 
Mutual Benefit, second vice-president; 
Cc. A. Wilcox, Reliance Life, third vice- 
president; W. G. Robertson, Provident 
Mutual, treasurer; L. S. Sherrick, John 
Hancock Mutual, secretary. New mem- 
bers of the executive board are L. S. 
Grove, Washington Taylor, J. E. Capps, 
J. R. Coupland, Jr. 

Dr. A. M. Dobie, professor of law at 
the University of Virginia and a brother 
of R. L. Dobie, general agent at Norfolk 
for the Atlantic Life, was the guest 
speaker. He stressed the fact that pro- 
fessional consciousness is just as neces- 











Los Angeles Chief 











R. A. BROWN 
President-Elect Los Angeles Association 








sary to life insurance organization as 
class-consciousness and national patriot- 
ism is to the organization of a great 
state or nation. 


x * ® 


Kansas City, Mo.—J. H. Mickey, newly 
elected president of the Kansas City as- 
sociation, has appointed his chairmen: 
Executive, Ed Mura, Massachusetts Mu- 
tual; program, Williar Ewing, Provident 
Mutual; membership, Ed Hasek, National 
of Vermont; public relations, J. C. Hig- 
don, Business Men’s Assurance; legisla- 
tion, Reid Hake, Bankers Life of Iowa; 
advisory, H. A. Hedges, Equitable of 
Iowa, retiring president. 


H. S. Nollen Frowns 
on Replacement of 
Lines with Loans 














A message exhorting general agents 
and managers of the Equitable of lowa 
to discourage those who have borrowed 
on their policies from surrendering and 
taking new insurance has been issued 
by President H. S. Nollen. 

“We are convinced,” Mr. Nollen 
writes, “that it is practically always to 
the advantage of the policyholder and 
beneficiary to continue in force a policy 
regardless of the amount of loan that 
has been procured upon it. There is a 
tendency to consider these loans as a 
return of the policyholder’s own money, 
as if there was so much money on de- 
posit to be withdrawn at will. As a 
matter of fact, these loans should be 
considered in the same light as money 
borrowed at a bank or from any other 


financial institution and an _ equally 
earnest effort made to repay that obli- 
gation. 


“Every agent of our company should 
have this view of the matter and dis- 
courage the idea of surrendering the 
policy as a means of relief from the ob- 
ligation to repay the loan and then re- 
placing the insurance with another pol- 
icy of any form. The only exception in 
which the surrender of an old policy is 
justified is the utter inability of the in- 
sured to carry on. The fact is that sacri- 
fices must be made in order to accu- 
mulate any funds for future use, whether 
of savings or of a life insurance policy 
and the latter combines features that 
cannot be procured in any other means 
of savings. 

“A fair consideration of best interests 
to the policyholder and his beneficiaries 
is due from every representative of our 
company to its policyholders. In the 
long run, the company’s reputation, as 
well as that of its representatives, will 
grow in favor of the public by dealing 
with this problem on a high plane.” 
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CALIFORNIA 








Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 








114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 
ILLINOIS 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 














L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 














J. Charles Seitz, F.A.I. A. 
CONSULTING ACTUARY 
Author “A System and Accounting fer a Life 
insurance Company.” 
Attention to 
Legal Reserve, Fraternal C Assessment Business— 
‘ensions 
228 North La Salle Street 
Phone Franklin 6559 
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INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 














HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 














MISSOURI 








ALEXANDER C. GOOD 
Consulting Actuary 
807 Paul Brown Deiting, St. Louis 


an 
800 Securities Building, Kansas City 








NEW YORK 








MILES M. DAWSON & SON 


CONSULTING ACTUARIES 
500 Fifth Avenue New York City 














Woodward, Fondiller & Ryan 


Consultants 
Actuarial, Accounting and 
Management Problems 


90 John Street New York 
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LIFE INSURANCE AS A PROPERTY 
INVESTMENT 
“It will revolutionize Life Insurance 


says one Company President. y 
and completely eloped only in the New 

ning Course, Life 
Underwriting,’ by Abner r. Pub- 
lished by The Diamond Life a 
East Fi Street, Cincinnati, Ohie. 
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McNamara Agency Urges Producers 


to Devote One 


Day Exclusively 


to the Business of Prospecting 


The John C. NcNamara agency in 
New York of the Guardian Life in “The 
Stethoscope” urges producers to devote 
one day a week exclusively to prospect- 
ing. Monday is suggested. The day 
should be intelligently spent, inquiring 
from acquaintances, friends and other 
solvent persons within the agent’s ken 
as to where persons may be found who 
are making money. The idea of the 
McNamara organization is presented in 
part herewith: 

Thoughtful activity in this business at 
the present time means uncovering 
plenty of prospects with ready money, 
and just a little more than that—who are 
not submerged in caution on committing 
that money to a project such as life in- 
surance which they grant will help them 
fulfill their ends. There are plenty of 
them to be found—witness that the peo- 
ple in New York City have been acquir- 
ing life insurance at the rate of probably 
more than one hundred millions a month 
during the last six months, which is al- 
most so big in its extent as to be be- 
yond comprehension as compared with 
a fractional temporary disease in com- 
parison with other years, which our 
feeble minds magnify into an obstacle. 


Too Many Calls on Those 
Who Are Not Able to Buy 


This obstacle arises from making our 
calls carelessly, which means that they 
include too many people of whom we 
don’t know in advance that they are 
making at least as much money as they 
have been accustomed to make and who 
therefore have considerably more mar- 
gin of surplus due to undeniably de- 
creased living costs. The same obstacle 
can be removed if every underwriter 
would determine thoughtfully how to 
keep busy on people who are not un- 
settled financially and who are working 
energetically and optimistically. 

Prospecting beine an integral part of 
life underwriting is usually tied with all 


its other angles in supposedly being 
woven into a day of many different 
things to do. And thus it is often 


neglected—and neglected more now we 
think when everyone needs it most be- 
cause of panicky efforts by underwriters 
anxious to close fast who keep calling 
on old people they know, who already 
have told them several times that they 
are not now in a position to close. This, 
of all things, is liable to become a China 
egg warming period, if you don’t step 
out with good, new prospecting. 


Set Aside One Day for 
Prospecting Exclusively 


This, then would be our answer to 
finding people who can buy quickly, as 
readily as they are convinced. Make 
sure of your prospecting prior to all else 
—by setting aside a definite day_ each 
week—say Monday—to do prospecting 
and nothing else. Leave your rate book, 
if you carry one, in the office; don’t take 
any applications with you, and just go 
out and visit around—but know where 
you're going by plan and have enough 
places to go—among your friends, ac- 
quaintances, policyholders and contacts 
—in calls of good will and cultivation. 





Tell them business is fine—that there 
is only one difficulty in marketing any 
amount of life insurance—and that is to 
reach with as little waste as possible, 
people who are making money now, and 
that fortunately your friends and clients 
are keeping you busy with plenty of 
such people. Tell them that doubtless 
they know half a dozen people who are 
hitting the ball hard—making money 
right along, now. Find out whom they 
know in lines of business which reach 
peak operations in summer, as amuse- 
ments and recreation enterprises of vari- 
ous kinds, ice cream and soft drink man- 
ufacturers and retailers, tire and automo- 
bile dealers, sports equipment, goods and 


clothes in any of its branches, seed, 
flower and hardware lines, etc. 
Ask them if their doctors, dentists, 


etc., are making a lot of money. In other 
words, be prepared with suggestions if 
they don’t respond immediately—but al- 
ways with the qualification—“ who are 
doing well now.” 


Suggests Review of the 
Last Twenty-five Cases 


Look back through your lists of pol- 
icyholders—reviewing especially care- 
fully the last twenty-five cases (and note 
here with sober thought how long it 
took you to put on the last twenty-five 
lives; it’s too long a period if it’s more 
than twenty-five weeks). Examine them 
—with this thought of one day a week 
exclusively for prospecting for new well- 
to-do names, in view—for type, occupa- 
tion, age, etc. Take your own successful 
experience—for the ones you placed are 
the cream of your effort—as the criterion 
of the type of case you handle best, and 
then look for this general type in this 
one day a week exclusively prospecting 
effort, instead of nursing the delusion 
that you're an ace on something for 





which you're not yet ready. Reflect on 
what you used to close particular cases, 
and then keep using it from now on, 

Certainly your records will show with 
such rare exceptions that you can not 
fail to know that the exceptions were 
costly, that your business has come from 
fresh cases. If there is anything the mat- 
ter with your business now, examine it 
and see if the difficulty isn’t lack of fresh 
attempts—on brand new people. Mak- 
ing Monday of each week prospecting 
day will cure it. 


Not Only a Good Idea 
But It Should Be Done 


The one—and only one weakness is— 
do it. If an underwriter will give this 
suggestion a thorough trial by setting 
aside one day each week for the next 
six weeks, and cover by plan (knowing 
whom he is going to see in advance in 
this prospecting), all those people who 
for one reason or another he wouldn't 
approach during the same period, with 
the utter freedom of non-solicitation, 
and the sole object of referencing to 
people with money, he will dig out thirty 
to forty new names on each such day, 
which will be a sufficient influx of good 
new material to keep him intelligently 
busy the balance of the week. His week 
will be much more effective on these 
new, fresh cases than though he puttered 
among people “he knows” during the 
extra day, with no better reason for go- 
ing to see them than that he knows 
them. It is obvious that all the people 
you know aren't exactly flush. Probably 
you've done well already with many of 
those who are. Now reach out to those 
they know who are doing well. 

New men in the business almost in- 
variably, after a brief initial experience, 
are proportionately doing better than 
some of the veterans. Why? More fresh 
cases, more new prospecting. They 
aren’t sold business is bad. It isn’t—for 
the fellows who look for it—we'll bet 
now that one of the veterans at least 
will pay for thirty lives this month! 
How? Why? New contacts. 

Make Monday—or any one day each 
week, Prospecting Day. It is no experi- 





Disability Confuses Sale, Agent Says 





The following communication is from 
a leading field man, who favors abolition 
of the income disability feature, which 
he feels confuses the selling technique 
and, through claim controversies, poi- 
sons the public against life insurance. 

“Viewing the problem of the disability 
provision from an agent’s standpoint,” 
he declared, “there is no doubt that it 
is a considerable aid in arousing interest 
in a prospect. The danger, of course, 
lies in the sale of accident insurance 
more than life insurance. I believe in 
the long run, that a man is better off 
if he does not use it. 

“In the first place, the prospect be- 
comes very much interested in the dis- 
ability feature and if by any chance the 
underwriting committee should decline 
to issue it, the consequent dissatisfac- 
tion is very hard to overcome and gen- 
erally the sale is lost. 


Dissatisfaction Develops 


“In the second place, if an agent 
builds up a body of policyholders, he 
occasionally has trouble from the claims, 
as unquestionably, people view a life 
insurance policy different than an ac- 





cident policy. They don’t mind an ar- 
gument with an accident company, but 
they are so used to the idea that life 
insurance claims are paid without ques- 
tion that I have found a great deal of 
dissatisfaction if there is any difference 
of opinion as to a disability claim aris- 
ing out of a life insurance transaction. 

“As far as I am concerned, I never 
sell the disability feature with a policy 
unless a man asks for it as I have found 
in selling life insurance, that there is a 
moment when the sale goes over and 
the prospect’s mind is in flux. The 
more you have eliminated at this point, 
the easier it is to close the sale. If the 
prospect’s attention is diffused, if he is 
thinking about this feature and that—in 
other words, the harness instead of the 
horse, it is a distinct impediment and 
deters him from accepting the proposi- 
tion. At least, that is my theory. The 
major need is life insurance (the cer- 
tainty of payment of a large sum of 
money compared to the premium) at a 
period when there will be a great need 
for it. I have found that all other 
views, options and so forth, detract from 
a sale.” 
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ment. There is nothing original in the 
suggestion. It is a demonstrated fact. 
One of the greatest underwriters we 
know called Monday Prospecting Day 
for years—and acted it. One of our 
friends for whom we have great respect 
as an agency operator, tells us he has 
seen men pull themselves up by the boot 
straps time after time, by this simple 
expedient. 

That's just it—it’s so simple—will you 
do it—one day a week, exclusively, for 
the next six weeks—and be convinced by 
having the biggest summer business of 
your experience, which probably will 
eclipse your premier spring, fall or win- 
ter record? 

It's never hot if you’re busy on good 
stuff. Keep cool with thoughtful activ- 
ity. 


Eberhardt Makes 
a Quick Audit as 
Approach Scheme 











I. B. Eberhardt, well known Chicago 
life insurance man, who picks his policy- 
holders from those in moderate circum- 
stances, approaches his task in a very 
systematic and business like way. Mr. 
Eberhardt points out the value of keep- 
ing a family solvent at death. Com- 
menting on his plan he says: 

“In my judgment, the primary pur- 
pose of life insurance is to keep the 
family solvent at death. In order to 
determine whether the head of a family 
will leave his dependents in a solvent 
state, it is essential that you obtain from 
him his own estimated ‘set-up’ of his 
liabilities and assets at death. I have 
often procured this information in the 
following manner: I say to the pros- 
pect: ‘What is the first thing you 
would want paid in the event of your 
death? What is its probable cost? 
What next?’ etc. As soon as all his 
responsibilities have been listed, I head 
‘Liabilities.’ 

Proceeds to List the 

Assets of a Prospect 


“I then proceed with his assets in the 
same fashion, but I mention the word 
assets before listing the items for the 
reason I desire to have my prospect's 
mind travel in this direction quickly. I 
ask for his ‘cash’ first. This is not only 
sound accounting practice but also gives 
me information as to how a premium 
must be financed. Usually the cash on 
hand is not great and I make a tactful 
statement to the effect that of course I 
appreciate the fact that a great many 
men keep their cash well employed. This 
statement has a two-fold purpose. The 
man feels comfortable—and later on in 
the interview I point out that where a 
man’s quick assets are small, he needs 
more life insurance than where they are 
greater. 

“In cold-canvass calling I often use 
the family account as an approach. I 
say afthe outset: ‘Probably you have 
reason to feel that you are all fixed up 
with life insurance. Have you ever fig- 
ured out exactly how much life insur- 
ance you need?’ He answered ‘No.’ 
“Would you like me to show you a sim- 
ple way to figure it?’ I ask, and before 
he has a chance to answer, I say: ‘If 
you will give me a piece of paper, I will 
show you how to do this and you will 
never forget it.’ I have my pencil out 
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Modern Business-Getting Methods 





and am making preparations. When the 
first interview is over I walk out with 
the paper on which we have been figur- 
ing, although if requested by the pros- 
pect, I leave a copy with him. 


Statement Made Up ona 
Cold Canvass Call 


“The following is a modest statement 
made up on a cold-canvass call: I hap- 
pened to have my car parked in front 
of a business establishment and before 
getting back into it I thought I'd see 
if I could find a prospect in that sub- 
stantial looking place. The man whose 
family picture is given below is 41 years 
old—a mechanical engineer—with an in- 
come of about $4,000 a year. He is 
married, has three children and lives in 
a west suburb. The following informa- 
tion was obtained on first interview by 
the method outlined: 

Liabilities 
Mortgage (house) 


Funeral expenses and _ hospital 

DL. 66 degatdbehseeaneeveenueaee ,000 
Three children: 

*Age 9 (for 12 years).......... 2,760 

*Age 12 (for 9 years)......+e6. 2,520 

*Age 15 (for 6 years).......... 2,160 
+Wife upkeep (10 years)......... 9,600 
MiscellameOus ...cscccceccccceses 1,960 

$25,000 

Assets 

Pie... cocueckuséaneveenewnesesenr $ 200 
Present life insurance............ 11,000 
No other assets available. 

$11,200 
New life insurance needed....... 13,800 

25,000 

*Based on $10 per month to age 15. 

*Based on $30 per month ages 15 to 21. 

tBased on $80 -* r month. 

Value of house, estimated, $10,000. 
Must be sold at death under present cir- 
cumstances, as there is no provision for 
maintenance after death. The funds 
arising out of the sale must be used 
for rent. 


Prospect Remembered the 
Illustration Given 


“I want to mention particularly that 
I seldom tell a man what his amounts 
should be. Wherever possible, I urge 
him to trim them down, even to the 
point where it might seem niggardly. 
In the case illustrated I returned for 
the second interview and wanted to 
make a test to see whether the prospect 
remembered the statement. I said to 
him: ‘Let’s see, how much insurance 
was it you needed?’ He replied, with 
hesitation, ‘$14,000—I have the slip we 
figured out right here.’ And he opened 
his desk drawer and pulled it out. This 
man hasn’t the money to buy the entire 
$14,000 at this time, but is taking part 
of it and F believe I will get the balance 
in due time.” 


“Business Insurance,” by Leon Gilbert 
Simon, tells you how to sell it. Order 
from The National Underwriter. $3.00. 





Digest of the Latest Life 
Court Decisions 


Facial paralysis constitutes disability 
—Facial paralysis constitutes total dis- 
ability, the Kentucky court of appeals 
has held in John Hancock vs. Cave. The 
assured was Miss Cave, who was cov- 
ered under a group insurance and dis- 
ability policy. The John Hancock con- 
tended that testimony for the defendant 
tended to show that the condition was 
a mere “cosmetic defect” which should 
not disable the patient at all, or at most, 
for only a brief period. The court held 
that the evidence tended to show the 
total disability of the insured and it 
was sufficient to carry the case to the 
jury and to sustain the verdict. 

es @ 


Failed to report consultation with 
physician; contract void—The New 
York appellate division for the first de- 
partment in the case of Schrader vs. 
John Hancock rules that failure of the 
insured to report in an application for 
reinstatement that she had consulted a 
physician since the original policy lapsed 
voids the contract. Between the time 
policy lapsed and application for rein- 
statement was made, Mrs. Schrader 
suffered a miscarriage. She recovered 
but later, as a result of the miscarriage, 
puerperal sepsis set in, causing death. 
The trial justice ruled that while the 
miscarriage itself was neither an injury, 
ailment, disease or symptom of such, 
within the terms of the policy, the state- 
ment that the insured had not consulted 
a physician was false and a material 
misrepresentation which voided the 
policy. The appellate term reversed the 
judgment and ordered a new trial, hold- 
ing in substance that the materiality of 
the misrepresentation was a question of 
facts. The final court held that an in- 
surer is entitled to be informed as to 
whether an applicant for insurance has 
consulted a physician with respect to a 
trouble of so serious a character, more 
particularly where the evidence shows 
that the miscarriage, consultation with 
respect to which was concealed, resulted 
in death so soon following the rein- 
statement of the policy. 

2 

Proceeds liable to satisfy debts—The 
Tennessee supreme court has held that 
proceeds of life insurance payable to the 
estate of the insured and disposed of by 
his will to a person other than widow, 
child or dependent relative, are liable 
to the satistaction of the debts of the 
estate, in preference to the claim of the 
legatee 

The will of W. C. Pipkin, the assured, 
provided: “To my _ niece, Pearl H. 
Chandler, I give, devise and bequeath 
a policy of life insurance issued on my 
life by the Massachusetts Life Insur- 
ance Company, which policy is or will 





MEETS YOUR SELLING NEEDS: 





MARCH —Life insurance is independent of poaee 
{court red tape and provides immediate cash 


je is a picture from The National 
Underwriter 1932 Calendar de- 
signed especially to fit the selling 
needs of the life underwriter. It has 
12 timely rotogravure pictures 
mounted on a heavy green board 
back. Exclusive franchises granted in 
cities under 100,000. Send 10c for 


sample. 
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be made payable to my estate, for the 
sum of $4,000 and which original policy 
is dated March 7, 1916.” 

Pearl Chandler was a niece. She con- 
tended that insurance payable in this 
way is excluded entirelv from the class 
of assets, liable to the debts of the 
estate, except where the will itself “by 
apt word” creates such liability. 

The supreme court held that in a con- 
test between creditors of the insured 





and a legatee of his insurance, who is 
not within the favored class created by 
the statutes, the intention of the testator 
is immaterial. The creditors must be 
favored contrary to his intent, unless 
the statute operates to defeat them. 

Pipkin, according to the court, by the 
use of apt words diverted the fund from 
the class favored by statutes, for whom 
the exemption was created, ‘and having 
done so, he has rendered the statute 
wholly inapplicable. 


“Life Insurance,” by Joseph B. Maclean, 
assistant actuary of the Mutual Life of 
New York, is a non-technical explana- 
tion of the principles and practices of 
life insurance. It is sold by The National 
Underwriter at $4. 








Ten Useful Sales Pointers to Boost 
Production in Spite of Business Slump 


Advanced by Superintendent McFall 


A. A. McFall, superintendent of agen- 
cies Lincoln National, has compiled a 
number of sales tips for field men to aid 
in securing sales during the depression. 
He gives these ideas which are widely 
culled from extensive field experience 
and contacts with life insurance sales, 
under the heading, “Make an honest 
man of Babson, who said life insurance 
is a depression proof business.” 

These sales plans are summed up un- 
der the following ten points: 


Ten Sales Pointers which 
May Help This Year 


1. Sell the prospects who suffer least 
from the depression. 

2. Sell the man 
shrunk. 

3. Locate the man with funds: 
cipients of bonuses, dividends, etc. 

4. Find and use the sales helps and 
company promotion aids which have 
been neglected as not needed in peak 
times. 

5. Sell investment insurance to those 
cured of speculative dreams. 

6. If business is 10 percent under nor- 
mal—work 15 percent harder. 

7. Pound prospects harder with direct 
mail. 

8. Sell where factory chimney smoke 
and stores are rushed. 

9. Make a practice of more thorough 
preparation on each individual case you 
undertake. 

10. Be an apostle of optimism. 

Mr. McFall quotes President Hall, 
of the Lincoln National, who said re- 
cently that although he had not lost a 
dollar in the stock market, his estate 
suffered from present depreciation to the 
extent that he applied for $100,000 addi- 
tional life insurance. Through this il- 
lustration Mr. McFall states that the 
best present selling argument to use 
with business men is an increase of their 
life insurance enough to offset some- 
what the shrinkage in their estates that 
has taken place in the last year or so. 


Lists Contracts Which Have 
Been the Most Popular 


“In the experience of the Lincoln Na- 
tional,” Mr. McFall says, “contracts 
selling best during the past months 
have been business insurance low cost 
policies, annuities, retirement income 
contracts and blocks of insurance for 
investment. 

“Prospects are not as cocksure as to 
their abilities to make money in pyra- 
miding investments. They are willing 
to listen. Further, it is our privilege to 
pick, for one who will listen, one who 
also has money and a steady income. 
It is in the hands of the life under- 
writer to direct his efforts in industries 
where depression is least felt. 


whose estate has 


Re- 





“Much can depend on the attitude of 
the salesman himself. He can decide 
that there is but so much business and 
wait for his parcel of it, or he can de- 
cide that business is there but slightly 
harder to get, and then go after it on the 
following basis: 10 percent harder to 
get; 15 percent more work to get it. 
Many have done this and ended their 
efforts with an actual increase of 5 per- 
cent or more. Thought and analysis 
will show where the business may be 
found. 


Says Money Is Plentiful 
in Some Business Lines 


“At this time of the year money is 
plentiful in certain places if we will but 
go there. Investors have dividends paid 
to them at the end of the year. Christ- 
mas savings funds are hoarded in a 
number of cases. Industrial bonuses 
can be spotted through careful scrutiny 
of local newspapers. 

“During the first of the year period, 
many opportunities await the alert life 
underwriter which can mean increased 
production and greater commissions. 
Early in the year is National Thrift 
Week, with life insurance day turning 
the minds of the nation to this valuable 
form of protection and investment. 
Every business man has a close of the 
year business report at hand. He is in 
a position which gives him a clearer 
picture of his situation than he has at 
any other season. 


Opportunity Now to Sell 
Insurance for a Gift 


“At the beginning of every year every 
person with funds is a prospect for gift 
insurance. The recent holiday season 
leaves him mellowed. 

“Life insurance can tie in splendidly 
with the spend now campaign. A man 
with sufficient life insurance can truty 
‘spend now’ and be perfectly safe while 
he is doing it. 

“For the salesmen themselves, it is to 
their advantage to make sales now. It 
may be a bit harder to do but there is 
more glory in it. They can profit 
greatly through an analysis of their 
work that perhaps was not necessary 
when the going was easier. 

“A determined effort at this time will 
cause many a man to take stock of the 
tools of his trade. A number of them 
he may have overlooked as not needed. 
He may discover a policy which he has 
not pushed, contracts that meet the 
present day needs, home office sales 
helps that will solve his own problems. 
He will discover ways of increasing his 
personal efficiency manifold. The year 
1931 offers to the man who will but be 
alive to them an abundance of true op- 
portunities.” 
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They See, Understand, 
Believe, and Buy! 





Two Pages from the Visual Sales Book Section on the 
Clean-up Fund and Mortgage Insurance 


The Visual Sales Book for Life under- 
writers is no longer an experiment. 
Here are typical comments from those 
who visualize their sales presentations 
with this modern sales aid. 


“Your Visual Sales Book, used in 
connection with carefully prepared 
programs, has nearly doubled my pro- 
duction.”—E. M. Barber, Equitable 
of N. Y., Gulfport, Miss. 


“Started a new man the first of the 
month with it. He has already closed 
eleven applications in eight days for 
$26,500."—Fred L. Jones, Pacific 
Mutual Life, Oakland, Cal. 


“I know it has been the means of 
closing several cases.” —C. D. Deppe, 
Gen. Agt., Register Life, Fort Dodge, 
Ta. 


“Tt was the means of helping me close 
a $15,000 case last month.”—Rodert 
L. Hill, Mayfield, Ky. 


What the Visual Sales 
Book Is 


The Visual Sales Book is a complete 
presentation of Life insurance in pic- 
tures, charts, and simple diagrams. 
It is a book to use during the inter- 
view to clarify and emphasize the 
points you bring out in your sales 
presentation. 


It illustrates your sales story. It 
makes the presentation more vivid. 
It holds the prospect’s interest. It 
makes the benefits of Life insurance 
tangible because it enables you to 
present them in visual form. For 
men new in the business, it is a guide, 
giving force and direction to their 
solicitation and aiding them to make 
a clear and logical presentation. 


The book contains 128 pages of pic- 
tures. Pages are letterhead size (814 
x 11 inches), are printed on heavy, 
dull coated enameled paper, and logi- 
cally arranged. 





The illustrations are large and 
striking. In posing the pictures, the 
greatest care was exercised in order to 
get models who could show by expres- 
sion the exact meaning the picture 
was meant to convey without at the 
same time giving a “posed” effect. 

This book is divided into eight 
sections. Each section is a unit in 
itself and considers one phase of Life 
insurance. Since the binder is loose- 
leaf, they may be taken out and used 
separately. ‘ 


What Each Section 
Considers: 


Following are the titles of the Eight 

sections ; the contents are indicated by 

the titles: 

A—Life Insurance as Savings 

B—Life Insurance Program 

C—Clean-up and Mortgage Fund 

D—Monthly Income 

E—Education Fund 

F—Retirement Fund 

G—Advantages of Insurance Estate 

H—Today’s Opportunity. Closing 
Arguments. 





The beautiful, genuine leather, loose- 
leaf binder which is used in the 
De Luxe Edition 


VISUAL SELLING IN LIFE INSURANCE IS HERE—And It Works! 








WHAT YOUR HEIRS RECEIVE 


TS the cose of a General Batate, oft 








WHAT YOUR HEIRS RECEIVE 
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A Flexible Plan 


The most typical comment from un- 
derwriters when they see this Visual 
Canvassing plan is, “That one picture 
is worth the whole price of the service 
to me.” But they don't all point to 
the same picture or chart. 

And that’s the beauty of this plan. 
It’s flexible. You don’t discard all 
your proven methods of solicitation. 
You simply illustrate your own sales 
story with pictures, selecting from the 
128 pages the pictures that fit that 
particular prospect. 


Section on Business Insur- 
ance Just Published 


We have just published a Visual Sales 
Portfolio on Business insurance which 
is punched to fit the Visual Sales Book 
binder. 

This section contains 12 pages of 
pictures visualizing the benefits and 
uses of Business insurance. In addi- 
tion, a four-page removable insert is 
provided which contains the verbal 
sales presentations to use with the pic- 
tures. These suggested sales talks are 
a part of the Business insurance sec- 
tion. This section may be bought 
separately for 75c, or with the book 
for 50c extra. 

The book is published in two edi- 
tions, De Luxe and Standard. The 
De Luxe Edition has a genuine leather 
binder and with it are included the 
file box and guides pictured above. 


The Insurance Estate—the General Estate. The 
prospect sees (left) hands dipping into his estate : 
(right) money in neat bundles ready for delivery. 


the service when not in use. The 
Standard Edition has an imitation 
leather binder, and the guides and the 
file box are not included with it. Both 
binders are loose-leaf. 





File Box and Guides which are in- 
cluded with the De Luxe Edition 


The De Luxe Edition sells for 
$15.00, the Standard for $10.00, sin- 
gle copies. Both are cheaper in 
quantity lots. 


Find Out About This Mod- 


ern Sales Aid 
The Visual Sales Book is helping 
other life underwriters increase their 
production. It makes it possible for 
them to appeal to the sense of vision, 
through which 83% of our impres- 
sions are received. Get all the facts 
about this modern sales aid. Use 


This file holds the various sections of | this coupon. 


The National Underwriter, 175 W. Jackson Blvd., Chicago, III. 
Please send me on approval a copy of your VISUAL SALES BOOK 


O DE LUXE EDITION (Genuine Leather Binder, also fibre-board 


filing case and set of filing guides)...... $15.00 


O STANDARD EDITION (Imitation Leather Binder; does not $10 00 
clude filing case and guides)............. ° 


(Indicate which Edition is wanted) 


for which a deposit of $.............005- 


aiden (full amount of order) is enclosed. 


If we keep the book and the other material constituting this service the enclosed 
deposit is payment in full. If we are not entirely satisfied we may return everything 
covered by this order within two weeks after it is received and the entire amount of 


our deposit will be refunded. 


C) Please send me quantity prices (check if desired) 


Signed 0000000080000 06000000060000 CESS SSSSe eee eee eee eee eeeeeeeeeeeeee 
SR ait a phon cbdgun sate nian badliassemtadeeae ene Company and Title........... 
eT ET EEE IPL a ae 
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